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On Objectives 


There are a lot of people and any number of con- 
cerns that lose their ambition as soon as they ob- 
tain their first big objective. 


You may have heard about the shabby old colored 
man, who, when approached by a busy house- 
wife with the query, “Would you like to make a 
quarter?” replied: “Who, me? Say, lady, I’se 
GOT a quarter.” 
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The Central Life has not reached its objective. 
It probably never will. We are continually striv- 
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ing to be better and bigger, to render every pos- 
sible aid and service. Are we succeeding? Look 


Lad Ang 


at our splendid growth, and ask our agents why 
; they like the Central Life. You'll find no QUAR- 
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722 CHESTNUT STREET 
St. Louis, Mo. 


It is the location of the home of one of the most progressive Life Insurance 
Companies in the Country, issuing up-to-date policy contracts that are appre- 
ciated by the insuring public. 


Just think what the location of this great company in the center of the 
United States means in respect to service to its agents and policyholders. This 
Company has been built with SERVICE as its foundation, and we spare no , 
effort in living up to our enviable reputation. 


Operating in thirty-five states, we have good territory for the progressive 
agent who wants an opportunity to build for himself with a growing Company. 











Fastest Growing Company 
| in the Mississippi Valley 





International Life Insurance Co. 


| 
J.R. PAISLEY, President W.K. WHITFIELD, Vice-President 
| 
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W. F. GRANTGES, Supt. of Agents 
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VIGOROUS PROTEST ON 
HALF-RATE POLICIES 


New York Association of Life 
Underwriters Calls Special 
Meeting 


SEEK THEIR WITHDRAWAL 


Matter Presented to Companies, Which 
Are Giving Views Thoughtful 
Consideration 


NEW YORK, N. ¥ Halt 


remium and halt-rate policies have al 


Oct eat 


ready proven themselves to be a disturb 


ment in the lite imsurance busi- 


the 


ng el 
opinion of the executive 


New 


Underwriters 


hiess mW 


committee of the York Associa 


tion of and, as a 
movement of the association 
ones 


to have these contracts and similar 


withdrawn trom the market 


o. all 
agency directors in 
called tor Oct. 30 at Over 236 
managers are expected to attend The 
\etna Life and the Prudential, the two 
companies that have put contracts of 
this nature on the market, have 
a friendly 


meeting 
agents, managers and 
the city 
noon 


general 


has beet 


show! 
spirit toward the agents and 


heve conterred with them. Officers ot 
beth companies have listened to the 
case put up by the agents and prom- 
ised to give due consideration to their 


viewpoint 


Two Companies Consulted 


At the last regular meeting of the 
executive committee of the New York 
association the matter was brought uy 
and a committee was appointed wit! 


the New York Life 
with the following 
Homans, Equit 
Myrick, Mutual 


oenix Mutual 


awrence Priddy of 
as chairman and 
members Sheppard 
able Life: Julian F 
Lite; Orra Rogers, PI 
kdward J. Sisley, Travelers, and Gra 
ham C. Wells, Provident Mutual. On 
(bet. 22 the committee went to New 
ark to the home the Pruden 
ial and held a conference with Vice 
President John K. Gore, actuary of the 


otfice ot 


mpany. and at the invitation of Mor 
an Brainard, president of the Aets 


Hartfore 
the 


igents 


Lite. the committee went to 
on the evening of Oct. 23. Both of 

ove companies listened to the 
ourteously 
consideration to 

Che agents did not 

actuarial ground 
the contract is actu 
that it leads to the 
to the 


and promised to give due 
their views 
the policy 


+t ] 
Lidar ] 


Phe, 


irilv s« 


concede that 


hut 


rund clam 


busi ess 


twisting ot 


destruction of contidence of in 


surance men, that it deceives the policy 
Ider and that the agent cannot be 
operly compensated tor his services 
rder the plan \lready agents have 
cen receiving inquiries trom. policy 


} 


' 
holders as to why they are required to 


ay the full rate premium when insur 
ce can be written for half rate for 
he first five years 

The public does not understand the 
chey and figures that there is a dis 
net saving rhe policy its represented 





COMMITTEES NAMED MERGER IS APPROVED MANY NOTABLES WILL 


CLEGG APPOINTS CHAIRMEN STANDARD STOCKHOLDERS ACT 


‘ J 
Myers Heads Convention Committee— | Company 


Many of the Old Wheel Horses in | With International Life—Now 
Line-Up 


to Be Formally Combined 


Under Same Control 


' 

PHILADELPHIA, PA., Oct. 28.—] Stockholders of the Standard Life of 
President John William Clegg of the | Decatur, IIL, meeting at the charter of 
National Association of Lite Under-| fice in Decatur last week, unanimously 
writers, today announced the { lowing | approved the plans to merge the com 
committee appointments | pany with the International Life of St 

Local Convention 1925, A. E. Mvyers | Louis. More than 93 percent of the 


capital stock of the company was repre- 
the meeting. No opposition 


| of any kind has developed among the 


chairman. 


Edwards, 


Kansas City, Mo., 
Publication, C. J 
N. Y., chairman 


sented at 





Law and Legislation, H. J. Powell, | stockholders of the company. The home 
Louisville. Ky.. chairman: G. L. Dve i fice is now in St. Louis 
St. Louis: ]. S. Fabling. Denver: Wm Several months ago a syndicate com 
Furey. Pittsburgh: P. F. Clark. Boston. | Posed of officers and leading stockhold 
Salesmanship, J] Bb. Duryea, San | ers ve Standard Life secured con 
Francisco, Cal.. chairman } trol of the International Life and since 
Relations with Other Organizations i then the companies have been under the 


officers of the 
Paisle ‘ 


} i .- TY) 
chairman; | ame 


| merged 


Management 


= : 


John 


Voshell, Baltimore, 
Dolph, Washington, D. (¢ in 2 


" 


company will be: J. R 


Dver. St. Louis: A. O. Elias S nt; W. K. Whitheld, vice-presi 
Paul; L. Priddy, New York; N. | pr tere nga ~ a \ -) 














lent ; 1 
Russell, Los Angeles Gent _ ea . Hi 
; airm the oar Lar 
Standardization of Dues, E. B. Han uirma —_— . 
* . ? tr <uir ? | ~~ i 
in, Cleveland, O., chairmar . dupaet ip 2 ne exact pers et of 
"y . - . re woard ! rectors otf the merge 
Educational Standards, J. S. Edwards oe ' iy d ath 
. 7} mpany has not n tully determi | 
Denver, Col., chairman; E. A. Woods — . ”" ay Gerer - 
Pittsburgh: \ ( l_Larsot Madison, | Seck Commissioners’ Approval 
| 
Wis he s " ‘ *] ' ' | 
. | \s e directors oOo the Internationa 
, | ’ } 
Program, | Woods, Pittsbur c.f j 1 6] 
Pp - ——e \ &"' | Lite have also approved the merger plan 
. chairmat ithe next step will be to submit the re 
oper: " 1 rust Companies, | ’ 
rt A —- p; t iri ; <a insurance contracts to the insurance 
ds ittsburgh. chairmat 2. . . % 
i woe? 2 “cane commissioner. of Illinois This will be 
Internationa Counc N i) Sills done within the next ew days It is 
na a = ba . Clark - A.W underst | that the plans have been 
ittsb rh Clar Saltinn -P . ' 

Pr ade : . ark a i tentativel ipproved by the [hin s de 
<7 ‘nt ‘ ro imselt appoint ' 
resract “CRE : ; ‘PT ' partment. However, the matter will be 
' rairn rt hn rious on itt : ] } } 
c —_ ‘an of the various Ccommittec submitted officially to comply with the 

il th . rm } ' +} memhere | ge . 
and the chairman name C memne Illinois statutes. Following the approval 
; the wh 1 it « rly : 
” their ows comm ttee the above | hy the Illinois department it will next 
1st, if will be note s t quite con he ecessarv 1 present the prop sition 
} } , , ”? srt , . . 
riete The names o n r i ‘ ty i special commission composed of 
ommittee members wi e give! ¢] Superintendent Ren ( Hvde of Mis 
s soon as the ire selected : ’ the con ssioners two 
other states v line the companies op 
, . , erate approva t is expected that 
s or ‘ ‘ ; : 
_ every detai the merger will be com 
‘ Mmsurance ma . i 
1, 1925 
nt ropos t ~ ~ 99 , 9 
y will ce KNOWN 
re taki g t s \ li } 
: “ll Lite and will have 
water Brokers, tt is sat ' a 
> more thar $250,.000,000 of insurance in 
racted \ i ow rate an 1 ; , f 
— alt torce wit admitted assets <« approx! 
1 Tain s atice ¢ s t c = 100 000 ie . les , 
n talk protect Letters | ately $55,000,000 and a surplus tor 
k pro s ‘ ‘ - ' 
ilk | < « c ne cC\ ers re than $2,000,000 
ent 1 r ot \ ‘ F t : : 
! During recent months the agents of the 
half price ‘ eC « the s ves . } ritit 
\ < wi < npa cs ave ec! w“ t w i} 
cs t ( « art s ve y Roun 
. proximatel $10.000_00 ew business 
ecn W 1 TWis Tie - ess 
er ! t 
o place thre ‘ SIs Nat 
1 ally tie t rance \ l gy « i 
es hke the \etna a < | lent sSUd c ‘ . t 
mt this eld i ser < . " c¢ s wr 
th companies . is te os A ele ' ' ‘ anies ere s ew t 
other compaties ] t \ ‘ . t s . ine > 
} ly ‘ es I were 
® ‘ 
trac fe i ict if i it 
, «) A , it thy ly . were . 1 
Seek Withdrawal ‘ my 
—_ + orsarin ta point The 
[he tirst object I the Nev \ rR as | a" ts ? ‘ cr i nvestigated tris 
sc Clatn s to prevent the announcement | feature i hat the ohcies 
} ’ » ; 
this « tract by e < intles ane cre s 1 actua resident | i 
next to persuade its withdrawal by the \ert e xpress¢ the 
\etna and Prudentia Part the plans rn at ee r t New 
’ “9 : , , , 
cl WW ec presente the genera \ ty tS WAS wen 1 w ut the 
iecnts Phursday vill ‘ ip nt ( mit tha thre ] s ld wit 
, . 
ment ot one mat representing each drawt t was not tl intention i the 
company entered in New York state | company t issue any policy whf'ct 
whose job tt will be to conter with his youl disturb bus'ness or bring bout 
company and do everything possible to | (CONTINUED ON PAGE 28) 


ADDRESS CONVENTION 


Life 


Association Is 


Program for Meeting of 
Presidents 


Completed 


| BUILT ON CENTRAL THEME 


Keynote of Sessions Dec. 11-12 Will Be 
“Sound Public Opinion, the Nation's 
Great Reserve” 

NEW YORK, Oct. 28 \ 


torecast 


the United States of tomorrow, trom 
the business and economic experienc 
ind trends of today, is promised by the 
reliminary announcement ot topics and 





speakers tor the annual meeting of the 
' > 
\ssociath ‘ Life Insurance Pres 
ents at the Hotel Astor New York 
Dec 1-12 H greater benefits tor 
dividual and nat mia be reahzed 
| , 5 
m more efficient thinking will be the 
under \ ws brec 
theme being “Sound |] 
Nation's Great Re er\ 
leaders anny elds 
seek 1 visualize the 
in government ! 
mecting and soly w prospect t ec 
T ‘ le + 
Prominent Outside Speakers 
Phe eads tw great American 
transportat sv ste Ss are among the 
innounced speakers One will be Maj 
(set Masor M Patrick chiet of air 
service of the United States Army, whx 
organized and supervise i the recet 
world-encircling flight of army airplanes 
The other will be Charles H. Markham 
, ' , 
president the Illinois Central Railroad 


n the 








(ser Patrick will speak « topK 
The World from Above presenting 
theial n ng tures taken on the 

recent world flight Mr. Markham will 

speak o1 Our Common Carriers and 

National Expansior The governors ot 

Massachusetts and Sout! Carolina, the 

( ada t ster railways and 
anals, ar the esident the Cham 
r Commerce the United States 

ire a ng other leaders thought ar 
ct wl \\ speak the same 

plattorm 
Streng Preagram Lined tp 
< resident he National ( n 
vent Ins e \ mmissioners and 
sentative ‘ nsurance executives 

t irious sections the « will 

< lite nsurance 1 ts rd ana 
contacts In this connection 
there will be contributions of mtormation 
ews concerning the current trends 
that business relation to national 
eve met and the problems of the 
vears ahea Newly gathered statistics 
1 he esente showing the increased 
enethits ce rom the investment of 
‘ surance funds, national health as 
sclosed by the companies’ mortality 
records, and the trend ot business as 
ndicated by the general increase of new 
hte insurance writter 
7 nrelit nar anr uncement 
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topics and speakers, now being mailed 
to Association members and guests, is 
as follows: 

Walton L. Crecker, chairman; 
dent, John Hancock Mutual. 

“Successful Business—The Proof of 
Clear Thinking,” Richard F. Grant, pres- 
ident, Chamber of Commerce of the U. 
8S. A. 

“Life Insurance in 1950," 
vis, agency vice-president, 
Life of New York. 

“Formation of Public Opinion,” Chan- 
ning H. Cox, governor of Massachusetts. 

“The World From Above,” Major-Gen- 
eral Mason M. Patrick, chief of air serv- 
ice, War Department. 

“Life Insurance Funds the Life Blood 
of Economic Development,” Archibald A. 
Welch, president, Phoenix Mutual Life. 

“The Strength of a State Measures the 
Ultimate Strength of the Nation,” 
Thomas G. McLeod, governor of South 
Carolina. 

“Our Common Carriers and National 
Expansion,” Charles H. Markham, presi- 
dent, Illinois Central Railroad. 

“Life Insurance an Essential Feature 
of the Stability of the State’s Citizen- 
ship,” John C. Luning, president, Na- 
tional Convention of Insurance Commis- 
sioners. 

“Why 


presi- 


Frank H. Da- 
Equitable 


Visible Dividing 
and the United 


There Is No 
Line Between Canada 
States,” George Perry Graham, Canadian 
Minister of Railways and Canals. 

“The Social Value of Sub-Standard 
Life Insurance,” Dr. Oscar H. Rogers, 
chief medical director, New York Life. 

“Statutory Direction of Life Insurance 
Investments, with Special Reference to 
Robert 


the Robertson Law of Texas,” 
Lynn Cox, second vice-president, Metro- 
politan Life. 

“The Greatest Service of Life Insur- 
ance,” Raymond W. Stevens, president, 
Illinois Life. 

“How Life Insurance Funds Help to 
Feed the Nation,” C. Petrus Peterson, 
general counsel, Bankers Life, Neb 

The following is the reception com- 


mittee which will serve at the Life Pres- 
idents’ convention: Daniel F. Appel, 
Zoston, Mass., chairman; Herbert C. 
Cox, Toronto, Ont., vice-chairman; John 
T. Baxter, Minneapolis, Minn.; Morgan 
B. Brainard, Hartford, Conn.; William 
BroSmith, Hartford, Conn.; George | 
Cochran, Angeles, Cal.; William A 
Day, New York; Edward D. Duffield, 
Newark, N. J.; Haley Fiske, New York; 
John F, Hardin, Newark, N. J.; Ernest 
J. Heppenheimer, Jersey City, N. J.; 
Fred A. Howland, Montpelier, Vt.; A. 
L. Key, Chattanooga, Tenn.; Darwin 
P. Kingsley, New York; William A 
Law, Philadelphia, Pa.; Thomas B 
Macaulay, Montreal, Que.; Henry B. 
Merriam, Springfield, Ill.; Henry Moir. 
New York; Henry S. Nollen, Des 
Moines, la.; Charles A. Peabody, New 
York; John D. Sage, Cincinnati, O.; 
Howard S. Wilson, Lincoln, Neb.; Her- 
bert M. Woollen, Indianapolis, Ind. and 
Burton H. Wright, Worcester, Mass 


Los 


EARTHQUAKE DEATH IS ISSUE 


Suit at St. Louis Involves Disposition 
of Insurance of Victim of Jap- 
anese Disaster 





Disposition of $10,000 insurance on 
the life of a victim of the earthquake 
at Yokohama, Japan, Sept. 1, 1923, is 
involved in a suit filed at St. Louis by 
the administrator of the estate of Ella 
Marshall Armine, who with her hus- 
band, Thomas H. Armine, was killed 
in the disaster 

Before sailing for Japan in 1918 Ar- 
mine made will in which he directed 
that his insurance in the Connecticut 
Mutual be paid to his wife if she sur- 
vived him, but that if they perished 
the same time in some disaster 
policy should go to their children, and 
if they had no children it was to go 
to his mother. Their only child was also 
killed in the earthquake, consequently 
the company turned the proceeds of the 


the 


policy over to his acl to be given 
to the mother. 
Whether Armine died before his wife 


or survived her is the chief point in 
volved in the suit. It is contended in 
the suit that the wife survived and the 
money is claimed for her mother, 


brother and sister 





MEETING AT TORONTO 
DISTRICT CONVENTION HELD 
Metropolitan Life Has Session for Its 


Canadian Representatives, With 
Company Officials Present 





TORONTO, ONT., Oct. 25.—The 
Metropolitan Life held a district conven- 
tion here today. Second Vice- President 
rr. & Ayers stressed the increasing im- 
portance of monthly income insurance, 
premiums payable on the monthly basis. 
It is only logical, he said, that the sal- 
aried man who is paid by the month 
should pay his life insurance premiums 
monthly and that the proceeds of the 
policy should be paid in monthly in- 
stallments. He felt that the monthly 
income policy eliminated any necessity 
for trust agreements, which are often 
complicated and expensive. Further- 
more the monthly income payable by 
the life insurance company is absolutely 
guaranteed. He also touched on the 
advisability of cultivating the succession 
duty field. If provision is not made to 
take care of these taxes, any will be- 
comes inoperative. If a man says his 
estate is not large enough to come under 
the succession tax laws the agent should 
at once show him how through life in- 
surance he can increase his estate. 


Speaks on Group Insurance 


Second Vice-President J. E. Kava- 
nagh dealt especially with group insur- 
ance and showed those present the tre- 
mendous unexplored field which exists 
for this class of business. e also em- 
phasized the large field for service 
which group insurance represents. He 
touched on the se service and research bu- 
reaus maintained in New York for the 
benefit of employer policyholders, also 
the insurance savings and payroll deduc- 


tion schemes of the company, and the 
company’s pension fund plans. He 
closed his remarks with a reference to 


college en- 
insurance as 


the growing popularity of 
dowment funds using life 
the medium. 
Emphasizes Small Business 

A. F. C. Fiske, third vice-president 
and manager for Canada, gave an excel- 
lent talk along general lines in which he 
emphasized the need for the agents to 
pay more attention to ordinary produc- 
tion. He touched on the opportunity 
which exists in the writing of income 
insurance and dwelt at length on the 
possibilities for increased business which 
exist in the field of business insurance. 
Mr. Fiske laid particular stress on the 
smaller class of business. One man con- 
cerns are as vitally affected by the death 
of the proprietor as the corporations by 
the death of an executive. One asset in 
the agent’s favor in writing this class of 
business is that whereas in writing per- 
sonal insurance the appeal is purely 
unselfish, the appeal in writing business 
insurance is largely a selfish one. 

President Fiske Speaks 


The session closed with a brief ad- 
dress by President Haley Fiske. Mr. 
Fiske spoke on the size of the company 
as represented by its assets and its ex- 
tent as represented by the number of 
its policies. He touched on the fact that 
the company works on five or six differ- 
ent mortality tables, thereby reaching 
the maximum number possible. The 
greater the opportunity the greater the 
reponsibility. The company has striven 
to meet its responsibilities by the in- 
auguration of its nursing service and 
the publication of literature on disease 
and hygiene. He also spoke of the work 
of the company in connection with its 
sanitarium at Mt. McGregor. 

The Metropolitan held another 
ing at Hamilton, Ont., Saturday, 
an attendance of about 200 H. Bur 
nett, head of the welfare division, and 
M. Jepson, superviser from the home 
office were present Addresses were 
delivered by J. B. Woocock, superin- 
tendent of agencies for western Canada: 
F. O. Ayers, second vice-president of 


mect 
with 





ADVOCATES PENSION 
SELFISH APPEAL STRONGEST 


Gilbert E. Carter of Grizzard System 
Says Insurance Covers Economic 
Value of Insured 


Exception is taken by G. E. Carter, 
general sales manager of the Grizzard 
System, to a recent article in which an 
agency officer expressed his opinion that 
the old age pension is much over-em- 
phasized and the protective value of life 
insurance is too often minimized. Mr. 
Carter believes that the pension appeal 
is the strongest that can be made and 
that there is a great field for the life 
underwriter in connection with its use. 
He has commented on this question as 
follows: 

“The writer of this article stresses the 
family protective value of life insurance 
after the death of the insured, and min- 
imizes the savings program or the idea 
of providing a cash estate at the age ol 
60 or 70. I would judge from his article 
that he believes in presenting the sub- 
ject to the insured primarily from this 
angle. In my judgment he minimizes 
the force of his argument in endeavoring 


to persuade the man to do the very 
thing that he advocates, namely, the 
taking of a life insurance contract, bv not 
visualizing to the man the selfish part 
of the program. 
Selfish Appeal Strongest 
‘The strongest appeal that can be 


made to any human being is the self in- 
terest appeal. There are, we grant, a 
great many other appeals, including the 
altruistic or the appeal of race preserva- 
tion that have considerable power, but I 
think it is generally conceded that the 
selfish appeal is the most efficient, and 
inasmuch as this appeal can be used 
effectively, why will it not more effi- 
ciently operate to accomplish the very 
thing that this writer advocates? Doesn't 
it seem reasonable that there will be 
a great many cases where this appeal 
would cause a man to protect his family 
where the altruistic appeal would fail? 
Furthermore, you always have the al- 
truistic appeal present, even though it 
may be subordinated in the presentation. 
“In the great majority of cases 
believe that when the average man 
reaches the age of 60 or 70 his family 
has become self-supporting. In other 
words the need of death protection has 
heen outlived, and statistics, which we 
understand are authoritative, show that 
64 men of every 100 men at age 25 live 
to be 65 vears of age, and 54 of these 64 
are penniless. Insurance in any form is 
designed to replace the economic value 
of the insured. What economic value 
has a dependent man? Isn't there a 
need for money for present use rather 
than the replacement of an economic 
value at death? 


General Interest of Majority 


“No one appeal will cover all cases, 
nor is it the writer’s claim that this 
should be the universal appeal, but in 
dealing with the situation we must take 
into consideration the condition of the 
great majority and formulate our gen- 
eral appeal in keeping with the situation 
of this vast majority, and it is with this 
thought in mind that the foregoing has 


been written with the hope that what- 
ever merit it may possess may be the 
means of stimulating some thought that 
may be helpful to the institution of life 
insurance.” 

the company, New York Mr. Wood- 
ccck reviewed the work in the dis- 
tricts represented at the convention, 
which include Hamilton, Windsor, Ni- 
agara Falls, St. Catherines, Kitchener, 
and Brantford, Ont. He announced the 


names of the most successful managers 
aud stated that the Hamilton branch 
had made great headway during the past 
year 





HONOR METROPOLITAN 
GIVE PRIZE FOR ADVERTISING 


Holcombe Cup Awarded Company for 
Excellency in Use and Results 
of Ads 


PITTSBURGH, PA. Oct. 28.— 
High praise of the educational advertis- 
ing campaign which has been carried on 
by the Metropolitan Life in 25 leading 
magazines of the country was given at 


the annual convention of the insurance 
advertising conference held here this 
week. The Metropolitan Life was 


awarded the John M. Holcombe trophy, 
presented by the chairman of the 
Phoenix Mutual Life to the company 
which during the year, in the opinion oi 
the Holcombe Award Committee, ren- 
dered the greatest service through its 
advertising. Luther B. Little, manager 
of the publicity division of the Metro- 
politan, was present, and the presenta- 
tion was made to him. The judges who 
passed upon the relative merits of the 
advertising done by all companies were 
Festis J. Wade, chairman of the Mercan 
tile Trust Company of St. Louis, P. L 
Thomson, publicity manager of the 
Western Electric, and E. T. Meredith, 
former secretary of agriculture and pub- 


lisher of a number of successful farm 
journals. Twelve companies writing 
various classes of business sent their 


exhibits to the committee in New York 
The Imperial Life of Canada was given 
honorable mention. 


Little Explains Advertising 


Mr. Little’s explanation of the adver- 
tising done by his company was listened 
to with great interest. Mr. Little said 
that the company had broadcasted ad- 
vertisements that were primarily health 
messages and only two times during the 


past two years had life insurance been 
mentioned in the body of the advertise 
ments. Mr. Little said that the officials 


of the Metropolitan feel that the com- 
pany has great responsibilities to its 
policyholders. More than one-sixth of 
all the people in both the United States 
and Canada are insured in the Metropol- 
itan. The advertisements used were de- 
signed to acquaint people generally with 
ways and means of maintaining or im- 
proving their health. Mr. Little said 
that one advertisement entitled “Medi 
cine Versus Milk” brought within one 
week 12,000 requests for a pamphlet on 
milk described in the advertisement 
Another, entitled “The Wear of Fat,” 
brought 50,000 letters from every state 
and province in the United States and 
Canada, every European country; 12 
Asiatic countries; 10 African countries 
eight south American countries and one 
from the Fiji Islands. Mr. Little said 
that the group department of the com- 
pany has been able to trace the writing 
of between $3,000,000 and $4,000,000 of 
group business to the advertisements, 
but it is not possible to measure accur 
ately the value of the indirect returns 


Phoned Presentation Speech 


Mr. Thomson, of the Western Elec- 
tric, who was to have presented Mr 
Little with the trophy, was unable to 


be present, but he made the presentation 
in a unique way. He spoke over a 
long-distance telephone circuit and the 
sound of his voice was greatly amplified 
by radio amplifier and his message re 
ceived in the dining room at the William 
Penn hotel through radio loud-speakers 
The arrangement was such that every 
range of Mr. Thomson's speaking per 
sonality was reflected. 





New Retail Credit Offices 


The Retail Credit Company announces 
the following new branch offices: Fort 
Worth, Tex., S. C. Farrar, manager: 
El Paso, Tex., W. G. Smith, manager 
St. Paul, Minn., W. C. Georgeson, man 
ager: Toledo, O., R. S. Hooge, manager 
Peoria, Ill., M. E. Wetherbee, manager 
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SHOULD LIFE MAN EVER > 
ADVISE A SURRENDER? 





Lively Debate on Between Ne- 
braska General Agents and 
Home Offices 





CHANCE TO SERVE CLIENTS 


Some Agents Claim Action Justified 
Under Unusual Conditions Existing 
In That State 


INCOLN, NEB. Oct 


avestion of whether they have been hav- 


2s.—The 


ing too many cases of surrendered poli- 
cies is a matter of sharp debate just now 
Nebraska general 
Inter- 


between some of the 


agents and their home offices. 
vcven with the question, as some of the 
agents see it, is whether the companies’ 
have been entirely sincere in 
that 


consideration of the 


big men 
their insistence service to the 
buyer is the first 
agent. He has been hearing a good bit 
ot talk in recent years to the effect that 
the least part ot the that the 
life agent renders to a patron is to sell 
He must also act as ad- 


service 


bim a policy. 
viser and friend. 


Nebraska Situation Unusual 


Che situation in the state the last few 
years has been unusual. Farming is 
the chief industry, and it was the first 
to be hit by the deflation process. Most 
of the farmers are fully convinced that 
they were hit the hardest. The result, 
in any case, was to bring an acute fi- 
nencial crisis directly home to indi 
vidual farmers. Where these had not 
been using their credit and borrowings 
to buy oil stock or promotion stock of 
cne kind or another, they had been spec 
ulating in land, buying adjacent tracts 
at high valuations. A great many ot 
these had borrowed to the limit on thei 
pclicies. 

The farmer's situation had been ac- 
centuated by his unfamiliarity with 
scund business policies. In nine cases 
out of ten a business man, confronted 
with a situation, will take his loss and 
Ket out, hoping to recoup kimself in later 
operations. The farmer, under like cir- 
cumstances, in nine cases out of ten 
will grow panicky over the fear of a 
less and in order to try to avert it will 
throw good money after bad. Then 
when the avalanche comes he throws 
uy his hands, uses sharply-pointed lan- 
guage and starts retrenching at every 
point. 

How Should Agent 

“What is an insurance man to advise 
a farmer client when the !atter appeals 
to him under such circumstances?” asks 
one general agent, in discussing thx 
proposition. “Take a specific case. Here 
is a man with a $5,000 policy on which 
he has been paying for 12 or 16 years. 
He has borrowed $2,000 on it. In a 
time of financial stringency, when he is 
unable to market his products profitably 
he finds himself confronted with the 
necessity of paying something like $300 
1m interest and premium each year in 
order to keep alive $3,000 net insurance 
{tf he would write in to almost any of 
the home offices he would be urged to 
increase his borrowings and be given a 
number of suggestions as to how he 
ight carry his increased burden. That 
is like a iwt of the advice the farmer 
I getting from the politicians 


Advise Farmer? 


has been 
it Washington; get out of debt by go 
ng into it deeper. 
Has Obligation to Client 

“My obligation of service to my cli 
ent carries with it the need to give him 
my best advice, and I have been giving 
it I have been advising men situated 





REPORT RECORD SALES 


SEPTEMBER SHOWS INCREASE 


Research Bureau Finds Improvement 
for First Nine Months in United 
States and Canada 


HARTFORD, CONN., Oct. 28.—An- 
other record has been established by 
sales of ordinary life insurance in the 
United States during the nine 
months of this year. They were 7 per- 
cent higher than sales in the same period 
last year, when the amount of life insur 
ance sold was higher than ever before, 
according to figures just issued by the 
Life Insurance Sales Research Bureau of 
Harttord, Conn. Every section of the 
country showed a gain over last year ex- 
cept the east south central group of 
states. The middle Atlantic states and 
the Pacific states showed the greatest in 
crease, the middle Atlantic leading with 
a 13 percent gain. The total amount of 
ordinary life insurance sold in this coun 
try by the 81 companies reporting to the 


first 


bureau was $5,232,621,000 in the first nine 


months, an increase of $355,262,000 over 
the same period last vear These com 


f th 


panies had in force 88 percent of e 
outstanding business on January 1 
1923 
Show Improved Conditions 
Sales in September reflected the gen 
eral improvement in business in_ this 
country They gained 3 percent over 


last vear’s record, which was the high 
est September in the history of the life 
insurance business This 
shown by most sections of the country, 
but in New England the south Atlantic 
states sales fell 2 percent The Pacific 
states led with an increase of 7 percent 
Total sales in the month amounted t 
$487,944,000 as compared to $475,957,000 
a year earlier 


gain Was 


Sales of ordinary life insurance in the | 


higher in 
previous 


Dominion were 16 percent 

September this year than any 
September on record, according to the 
bureau. This is in marked contrast to 
the drop of 10 percent from last year’s 
figures, which occurred in August and 
which may be attributed to a large meet 
ing of agents. September were 
$30,029,000, an average of just $1,000,000 


sales 


a day. 


Saiexs for Year Are Higher 


August is the only month this vear 
which has not shown an increase over 


the corresponding month last vear 
Sales for the first nine months of this 
vear are 10 percent higher than the 


first nine months of 1923. Only Alberta 
and Manitoba failed to show increased 
life insurance sales in September, but 


for the first nine months these states 
show increases of 8 percent and 2 per 
cent, respectively The greatest in 


creases for the first nine months are 
shown by New Brunswick with a gain 
of 19 percent, Quebec with 15 percent 
and Ontario with 14 percent 


as the one taken for an illustration to 
surrender his policy rid himself of 
necessity of having to raise $300 a veat 
semehow to keep his 
alive, and, if he is still 
cell him a much cheaper 
up the slack in his coverage I am ad 
vising him for his own best advantage 


rom the viewpoint of a man w is 


t 
$3,000 insurance 
insurable, t 
policy to take 


1 position to know what ts best for hin 
Take the same case, and let us assum 


that he has all the insurance he eeds 
apyway at his age My advice ld 
be the same.” 
Seund Advice Keeps Man Friendly 
Another we neral agent said that t 


is not a case of a divided Hegiance He 
believes that the 
par licvholder is the best interest rt re 
company, and while |! 

censtantly pressing tor reduced sur 
renders he has not found the head men 


best interest ot the 


ome ncers iT¢ 


PROGRAM ANNOUNCED 


———» 


LIFE AGENCY OFFICERS’ PLANS 


Schedule Strong Series of Conferences 
for Joint Meeting of Association 
and Bureau, Nov. 10-12 


Che program for the eighth annuw: 
meeting of the Association of Life 
Agency Officers and the third annual 
meeting of the Life Insurance Sales Re 

} 


search Bureau, which will be held jointly 
” } } 





m Chicage N 10-12, has een al 
nounced. The Research Bureau will hold 
Its meeting on Nov. 10 and all hon 
othce representatives have been invited 
to attend its sessions, irrespective t 
whether their companies are members of 
the bureau or not The development of 
the bureau and its plans for the future 
will be outlined in detail at these meet 
ings \ number agency problems 
will he discussed chiet icl 
are Che work ot the wene t 
manager, and how the home office cat 
improve that work; factors and cost re 
quired to run an agency: handling 
company nventions 1 ther h r 
thee agen rroblems 


Agency Officers Follow Bureau 


I n meeting the Associa 
I \wen Othcer will pen N 
nad the rst morning wi © giver r 
t able or ( awency 
omicers The ecting s le sig ne tk 
bring iorth a discussion of the duties an 
problems of the assistant superintend 
ents of agencies or those who act in that 
capacit Dhe est the rogrTa wil 
be given over to the general discussion o 
agency problems by the senior age \ 
othcials and the business sessions of the 
issociation There will be a dinner 
Tuesday evening at the I wewate 
Beach hotel, which will be conventior 
headquarters wit Olive | irma 
vice-chairman of the association pre 
siding 

Program iI« Announced 
The program of the agen theers’ 


meetings is as 
Tuesday, Nov. 11, O:30 A. MM, 


Agency Officers Round Tabi 





(hairmat H. M. Holderness 
All Delegates W Be Welcome 
Personne for Ageney Depart 
I! The lr sive \er vy Vis 
IT Repor f Field T Ex t s 
1\ Prospective Managers 
1 Ne Buff I } 


alr ! i se ' Isa 
ne bus ss a 
aane atior 

i How ar Ww agents btaine \ 
delegates are requested t have 
as complet: nformatior As pos 
sible so as to be in a position t 
espond wher called upor cor 
erning the topics covered in the 

losed questionna 


Tuesday, 7 P. M. 


\ dinner wi be held at the te 
with Oliver Thurmar 
Wednesday, Nov. 12, 0:30 A. M. 
Chairman L. Seton Lindsay 
I Election of officers and unfinished 

business 
I! What 
Agency Grow 


Our Most § essful Agency 
Ut zine ld 1 holders 
The best way > wake back 
ar eT y 
" " lis - 
t ibove t cs, t Se ings Ww t 
i ve ible clearing |} s of t? 
bined agency experienc: lif 
anee Mmpanies 
easonable when they understa 
ses the various Causes His theory 
that an agent is in duty bound to give 
very best advice to the men to w I 
« has sold msurance ind that t lye 
good, sound advice it must be disint 
ested li an imsured ts t« be id Vise 
to his best interests if that happens to 


(CONTINUED ON PAGE 26) 





ADVERTISING MEN IN 
ANNUAL CONFERENCE 


Representatives of 75 Fire, Life 
and Casualty Companies Meet 
at Pittsburgh 


HOLCOMBE CUP AWARDED 


Goes to Metropolitan Life for Excel- 
lence in Use and Results of 


Its Advertising 


BY HOWARD J. BURRIDGE 
PITTSBURGH, PA 


resentatives <¢ the 


Oct. 28 Rey 


advertising execu 


ments ot 75 nre lite 


na na] } ' 
suaity companies 


Tuesday of the 


E very con- 





LEON A. SOPER 
Phoenix Mutual Life 








iDi« lor idver 
ess ft ims i e was disc 
¢ pas ew cats s 4 
of «€ clas have bra 
é eld general é 
s¢ that lazed 
various direct s told how and why 
hev had done t The meeti gg was 
especially ely f the reason that 
early all forms of insurance advertising 
ire new \ decade ago there were not 
a halt doze managers of advertising 
lepartments t surance companies 
there n st e at least a hundred 


Had Streng Pregram 
\ heavy program i 


was irried through 
\ iarfee nun ber « speake Ss were sched 


uled, and in addit c siderable time 
was taken with the question box o1 
Tuesday Edward <A Collins t the 


National Surety presided at the opening 
t C. A. Palmer of the Insurance 
Company of North America, as the first 


sess 


speaker, discussed daily newspapers and 
their advertising value to companies and 
ocal went Che North America has 


investigated the cost of 


newspaper ad 
h mall 


, 
wT 


sing an it e¢ smal 
rort ’ the re Ry N news 
er advertising g «| sid he 
ertake partic larl \ iwents Mr 
Palin believes eSs is first deter 
‘ “ equently the advertise 
tsa € tnserte il ! w mucl 
e spent tor the entire cam 
Aig ] es alle enters the local 
it . t ilways willing t cooperate 
th ive sere ernie g son sort 
reading tice \[ Pals er t | ot 
al age at | idelphia w spends 
$5000 a ear 1 Philadel; i eve ns 
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newspaper for an advertisement two 
inches square which appears each day. 


All Phases Discussed 


President Wilmer L. Moore of the 
Southern States Life of Atlanta de- 
scribed the cooperative advertising cam- 
paign carried on in Atlanta by his 
company and a number of the leading 
general agents of other companies. Al- 
together $5,000 was expended. Mr. 
Moore stated that the chief value of 
cooperative institutional advertising is 
that it helps to strengthen the faith of 
agents themselves in the business. 
Luther B. Little, head of the publicity 
division of the Metropolitan Life, de- 
scribed the magazine advertising which 
his company has been doing. 

Clifford Elvins, advertising manager 
of the Imperial Life of Canada, dis- 
cussed poster and billboard advertising. 
He told of the progress which the 
Canadian companies had made in the 
use of these media. 


Show Agency’s Work 


George A. Morse of Moore & Sum- 
mers, home office general agents of the 
New England Mutual Life, exhibited a 
series of lantern slides showing the 
window displays which Moore & Sum- 
mers have been exhibiting. This gen- 


| 





eral agency is located in the home office ! 


building of the New England Mutual in 
Postoffice Square in Boston. The gen- 
eral agency refers to its location as 
“protection corner.”” The window dis- 
plays are carefully prepared and changed | 
at frequent intervals. It costs about 
$100 a month to maintain them. Con- | 
siderable interest was shown in the pic- | 
ture that Mr. Morse exhibited, as few 
life insurance general agencies have 
adopted this form of publicity. 

A. H. Reddall of the Equitable Life 


of New York discussed folders and 
fillers. He stated that a few years ago 
companies generally sent out huge 


quantities of this material which never 
reached potential buyers of insurance. 
The distribution, Mr. Reddall said, is 
most important. The agent must be 
tied up with the plan of circularizing 
this material, or money spent in prepar- | 
ing it is wasted. Chauncey S. S. Miller 
of the North British group also spoke 
on this subject. Mr. Miller said that 
99 percent of all mail sent out under a 
2-cent stamp is underweight. It is thus 
possible to include some style of en- 
velope stuffer in almost all 2-cent mail 
sent out. 

Leon A. Soper of the Phoenix Mutual 
Life said that envelope enclosures had 
been found to be impracticable where 
the company addressed letters to pros- 


| tions of the 
| the 


pects from whom a return card was 
desired. A circular of any kind included 
in such a letter distracts the attention 
from the return card and greatly lessens 
the number of return cards sent in. 


Discuss Mall 


B. N. Mills of 
Iowa and F. W. 


Advertising 


the Bankers Life of 

Floyd, Jr., of the 
Provident Mutual Life discussed direct 
mail advertising. Mr. Floyd said that 
his company had found that the returns 
by mail varied greatly in different sec- 
country. Responses from 
Great Lakes district are usually 
generous while in certain sections of the 
south and southwest the returns are not 
so gratifying. Mr. Floyd expressed the 
belief that the companies that have gone 
into national magazine advertising cam- 
paigns have found an improvement in 
their direct-by-mail business. Mr. Floyd 
said that the direct mail campaign fails 
if it does not make it easy for prospects 
to reply. Many leads for agents may 
be secured as a result of direct mail 
campaigns and these break down sales 
resistance and make the agents’ entree 
much easier. 

The plan of the Provident Mutual is 
to have an agent submit the names of 
25 prospects that he wishes to have 











Address Communications To 


Roy A. Hunt, Vice-President 


MERICAN 
ENTRAL 





We Want A State Manager 
For Georgia 


ASPLENDID opportunity awaits a seasoned life insurance man not 
over 40 years of age with the enthusiasm and experience re- 
quired to develop and expand our present organization in this state. 
He must be a strong personal producer as well as an— 


AGENCY ORGANIZER OF PROVED ABILITY 
T= type of man desired is one who has reached the limit offhis 


opportunities in his present connections and is seeking a means 'of 
establishing his own agency organization. 
mendations of his present employers and be able to sever connections 
on good terms; he must possess good financial and social standing. 


To such a man we can offer a very attractive proposition. 


LIFE 


INSURANCE CO. 


INDIANAPOLIS 
ESTABLISHED 1899 


HERBERT M. WOOLEN, President 


He must carry the recom- 


























circularized. He pays 15 cents a name 
for these. 

The company sends two letters and 
a booklet, whether or not the prospect 
indicates a desire for the booklet. Mr. 
Floyd said that the postage meter was 
found to be unfavorable in its effect 
upon prospects receiving letters of this 
character, as it destroyed the personal 
touch. The Provident Mutual has fur- 
nished to agents ideas to be discussed 
with the prospect when delivering the 
booklet. 

Metropolitan Given Cup 


Edward A. Collins of the National 
Surety presided at the luncheon on the 
first day, at which the John M. Hol- 
combe trophy award was presented to 
the Metropolitan Life. This cup, donated 
by the chairman of the Phoenix Mutual 
Life, is given to the company which, 
during the year, excels in the use of 
the most resultful and modern plan of 
advertising. 

At the afternoon session on the first 
day, presided over by Roosevelt L 
Clark of the America Fore companies, 
there was a symposium, “Echoes of the 
London 1924 Convention.” C. A. Palmer 
of the North America and H. C. Brear- 
ley, president of the Brearley Service, 
related their impressions. Letters from 
Vincent Lewis and B. Smither, who 
planned to attend the Pittsburgh meet- 
ing, were read. Leon A. Soper of the 
Phoenix Mutual gave a talk on adver- 
tising specialties. He characterized them 
as friend-makers, and makers of un- 
spoken messages. 

Advertising Novelties Discussed 


The Phoenix Mutual has been using 
advertising novelties for 15 years. They 
are selected carefully. At the annual 
agency conventions the agents are asked 
to signify by vote the novelties they 
most desire to have used during the 
year. The various specialties are dis- 
tributed to the salesmen, based upon 
their production, although a more liberal 
apportionment is made to the new man 
in order to encourage him. Mr. Soper 
said that the advantages of the Phoenix 
Mutual plan of using advertising spe- 
cialties are that the salesmen them- 
selves select them; they are received in 
direct proportion to sales ability. The 
company can fairly accurately anticipate 
the quantity to be used. There is no 
excessive accumulation as only the spe- 
cialties earned by the salesmen are pur- 
chased and distributed. The salesman’s 
name is on each novelty sent out, and 
the sliding scale of credit points con- 
trols waste. 

Joseph B. Mills, president of the 
Direct Mail Advertising Association and 
publicity director of the J. L. Hudson 
department store, Detroit, Mich., spoke 
on “Insurance Men I Have Met,” but 
received a rather cool reception for the 
reason that during the course of his talk 
he said that there were three kinds of 
salesmen he never permitted to enter his 
office—automobile salesmen, bond sales- 
men and insurance salesmen. Martin L. 
Pierce, executive secretary of the Direct 
Mail Advertising Association, also spoke 
briefly. 

Describe House Organs 

E. L. Sullivan of the Home of New 
York spoke on house organs. Mr. Sulli 
van said there are two kinds of house 
organs, the sales and the internal maga- 
zines. Mr. Sullivan said that the ex 
perience of the Home has been that the 
house organ must, most of all, be a 
tangible help to agents and not be made 
to any extent of biographical sketches 
of home office officials or news of home 
office affairs. Clifford Elvins of the 
Imperial Life told about his company’s 
house organ, as did H. V. Chapman ot 
the Ohio Farmers. 

W. W. Ellis of the Commercial Union 
group discussed the insurance press. 
He paid a high tribute to the insurance 
newspapers, but stated that the com- 
panies generally felt that it should be 
easier to get from the insurance news- 
papers a detailed account of their sub 
scription lists. He suggested also that 

(CONTINUED ON PAGE 27) 
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Merchandise 


The price, the quality, the utility, 
and the profit—and finally, the mar- 
ket and the stability of the factory! 
These are the things a good salesman 
considers. 


The price of Franklin Merchandise 
islow. The quality is not surpassed. 
The utility is such that any insurable 
contingency may be accurately satis- 
fied. The profit to the salesman is 
commensurate to his service. And 
finally, the market is the great Mis- 
sissippi Valley with good territory 
still open; and the Company has forty 
years of successful operation behind it , 

One thing more is needed: a few 
additional salesmen of general agency 
calibre. Write. 
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THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 
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Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a half 
paid to policyholders in this 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 
S. M. CROSS, President 





























To men and women with or without experience, not at this 
time actually connected with any life agency, we extend the _| 
invitation to consider our local agency contract for rural dis- Hl 
| tricts in unoccupied territory. 


\ 





nsurance Company 


OF DES MOINES, 10WA 





Organized 1907 


| 

. | 

Insurance in Force Over $20,000,000.00 
1} 


Sppetas ? in lowa, South Dakota, munecnaaies Nebraska, Kansas 





Over 14% Million Policies Now In Force 


Only four other life insurance com- 
panies in America have more policy 
contracts in force than this com- 
pany. The following figures show 
its rémarkable growth in the last 
ten years: 








Jan. 1, 1914 Jan. 1, 1924 
ET $ 7,804,230 $ 40,113,271 
i 503,302 1,552,803 
73,455,636 351,149,583 





Insurance in Force. 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO | 











A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexce service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 














LAUNCH “AD” CAMPAIGN 


DETROIT ASSOCIATION’S MOVE 





Institutional Publicity for Life Insurance 
Carried Out on an Extensive 
Scale 





DETROIT, MICH., Oct. 28.—The 
long heraided cooperative advertising 
move of the Life Underwriters Associa- 
tion of this city finally has been launched 
in local newspapers in the torm of good 
sized advertisements appearing eacn 
week for the remainder o1 this year and 
tor the first three months of 1925. At 
the outset the Detroit “free Press,” the 
morning paper, 1s being used exciusively 
for the frst eight insertions. Later on 
both evening newspapers will be used on 
the same basis with a view ot cultivating 
their individual audiences of readers and 
ot obtaining the cumulative etfect of the 
former advertising. 

As a background for the entire series, 
which is given over to a discussion 01 
phases of site insurance and service pos- 
sibilities, the first advertisement was en- 
titled “kor a Better Understanding 01 
Life Insurance” and contained a sum- 
mary ot essential tacts regarding the 
Life Underwriters Association for pub- 
lic information. lt pointed out member- 
ship of the organization as 300, composed 
of managers, general agents and sales- 
men representing about 50 substantia! 
old line life companies; existence for 40 
years and endorsement by the state in- 
surance department and officiais of all 
life insurance companies; afhliation with 
the National Life Underwriters Associa- 
tion and adherence to principles of jus- 
tice, fair dealing and ethical conduct in 
dealings with the public. 

Human Problems Covered 


Additional advertisements in the 
present series will be confined to human 
problems covered by life insurance. For 
example the first typical insurance ad- 
vertisement is headed, “Ask Your Hus- 
band These Questions Tonight?” and 
presents the following questions num- 
bered from 1 to 7: What part of your 
present income would .continue to me it 
you were to die this year? Would the 
income from your present investments 
support me (and the children) in com- 
fort? Is your estate in such condition 
that funds would be available for im- 
mediate expenses following death? What 
is an “insurance income” and would that 
relieve me from investing the money 
from your life insurance policies in other 
securities 1 know nothing about? Would 
a college educational policy be desirable 
to provide for our children’s education 
after your death? If you can't afford a 
$100 premium can | afford to be with- 
out adequate insurance? It is your 
custom when leaving home to leave 
enough money to keep the family during 
your absence. I am asking these ques- 
tions to find out how it would be if 
sometime you didn’t return. Do you 
blame me for thinking of these things 
before it is too late? 


Will Continue Campaign 


The other advertisements to a great 
extent amplify these questions as shown 
by their headings which read as follows: 
Some Things a Married Man Should 
Know About Estates; When Frankness 
Helps Your Family’s Welfare; Don't 
Let Your Life Insurance Be a Mark 
for the Unscrupulous; Some Facts are 
Tiresome but These Concern You; Why 
Not Insure the Education of Your 
Children; How Much of Your Estate 
Will not Go to Your Family? 

It is expected to continue this cooper 
ative advertising at the conclusion of 
the present campaign which has been 
made possible largely through the untir 
ing efforts of A. C. Utter of Utter & 
Thomson, Michigan managers of the 
New England Life, and Milton L 
Woodward, general agent of the North 
western Mutual, while president of the 
association last year. Mr. Utter is 





chairman of the advertising committee 
of the organization in charge of the 
campaign, which is being paid for by 
contributions amounting to more than 
$5,000 which have been made by general 
agents, managers and salesmen repre- 
senting 50 companies located in Detroit. 


PENN MUTUAL’S CONVENTION 
Three-Day Annual Regional Meeting 
of Agents Was Held at 
Atlanta Last Week 





ATLANTA, GA., Oct. 27.—More 
than 100 Penn Mutual Life men and 
women attended the company’s second 
annual southern regional convention, 
held at the Atlanta last Thursday, Fri- 
day and Saturday. 

Lawrence Willet, Atlanta general 
agent, presided Thursday morning, when 
the speakers were: C. P. Moffatt of the 
Richmond, Va., agency, “The Ap- 
proach”; Harry Barnitz of the Atlanta 
agency, “The Close”; J. N. McLean of 
Jackson, Miss., “The Program Method 
of Selling Life Insurance”; Harrison S. 
Gill, supervisor from the home office, 
“Women as Life Insurance Risks,” and 


J]. Howard Jefferies, assistant to the 
vice-president in charge of agencies, 
‘Stars.” 


Dorion Fleming, New Orleans general 
agent, presided Friday morning. The pro- 
gram included addresses by William W. 
Deacon of the home office legal depart- 
ment, “Beneficial Interest”; J. Burnett 
Gibb, actuary, “Aiding the Field Force”; 
Mrs. S. H. Sewell, “Points from the 
Pittsburgh School,” and Stewart An- 
derson, manager of the bureau of field 
service and editor of the company’s 
publications, “Several Things,” as well 
as an open discussion on “Sales Argu- 
ments I Have Found Effective.” 

The banquet was a noteworthy occa- 
sion. The toastmaster was Hugh M. 
Willet, a former president of the Na- 
tional Association of Life Underwriters. 
Special tribute was paid to ex-President 
Willet by President Clegg of the Penn 
Mutual home office agency, who ad- 
dressed the banquet, urging all Penn 
Mutual agents to join their local under- 
writers’ associations. Other speakers at 
the banquet were Dr. Harry Toulmin, 
associate medical director and vice-pres- 
ident; Mr. Jefferies, and C. A. Allston, 
well known Atlanta attorney. 

G. W.. Diggs, Richmond = general 
agent, was in the chair Saturday morn- 
ing, when Dr. Toulmin spoke on “Med- 
ical Aspects of Total Disability”; E. 
Paul Huttinger, home office tax epert, 
discussed “New Aspects of Insurance 
Taxation”; William J. Amos, a home 
office agent, dealt with “Business In- 
surance.” 


SEEK CONTROLLING INTEREST 


Two Groups of Stockholders Are Now 
Fighting for Hold On Majority 
Shares of Continental 


WILMINGTON, DEL., Oct. 29. 
Two elements among the stockholders of 
the Continental Life of Delaware are 
struggling for the control of that com- 
pany. The board of directors has asked 
the policyholders to relinquish their 
voting privilege under a five-year voting 
trust agreement. George S. Saulsbury of 
Baltimore, vice-president, and Harvey L. 
Cooper of Denton, being unable to se- 
cure a list of stockholders, published 
advertisements in newspapers offering 
$32 a share for continental stock pro 
vided the necessary 37,000 shares could 
be secured. The par value is $10 a 
share, 73,258 shares being outstanding 
as of Dec. 3. The price offered is $8 
above the market price. The Franklin 
Trust of Philadelphia was named as de 
pcesitory until the majority of the stock 
is secured 


Murphy Resigns Presidency. 


D, J. Murphy has resigned the presi- 
dency of the Universal Life of Dubuque 
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RENEW CONTROVERSY 











LEGISLATIVE AUTHORITY UP 


Provinces and Dominion Contest 
Supremacy, as Indicated by Report 
at Superintendents’ Conference 


TORONTO, ONT., Oct. 28.—The e 
question of provincial or dominion It ! 
supremacy in the matter of insurance e S OO n erviews;: 
legislation was given considerable atten- 
tion at the annual conference of provin- 
cial insurance superintendents held here 
last week and it is evident from the re- 
port of the legislation committee and 
discussion which followed that this mat- 


ter will be made an issue and carried Tha pear TWEEN! > Pp "V7 = : » i. 
before the Privy Council during the com- : lhe new J U\ ENI LE POLICY : written by he 
/ Lincoln National Life Insurance Company on the 





ing year. The province of Ontario is 
particularly interested and will appeal! lives of children— 
irom the recently adopted insurance act 
of the dominion. In the report of the 
legislative committee, presented by R Ages 1 day up to 14 vears. 
Leighton Foster of Ontario, the cause - - 
of the renewal of this controversy is . : ’ 
outlined. The dominion recently adopted Full face value of policy reached on the anniver- 
a new insurance act which it is believed arv of the Rey Per ; ; 
is an attempt to reassert the authority sary of the policy on W hich the insurance age ol the 
of the dominion over the provinces. It child is 5 vears. 
was thought that the matter had been . 
definitely settled in favor of the prov- m7 : 
inces by the Privy Council last year, | he tather (or other person paving the premiums ) 
but this move on the part of the domin- . “ols th . as Ey, he . > 
ion reopens the issue. controls the insurance estate until the child is 21 
Three Objectionable Sections years Of age. 


There are three sections in the new = ; aie ee all te , 
act which appear particularly objection- | olicy issued on J wenty Pay Life, Twenty Year 
able to the provinces. One provides Endowment, or Terminal Endowments maturing at 
penalties against Canadian companies, . : S 
aliens or immigrants undertaking to en- ages 16 to Zi. incltfsive. 
gage in any activity in connection with 


insurance without a dominion license = — , : i 
| Waiver of further premiums in event of the death 





This is interpreted as a direct attack 
upon the authority of the provinces as | i} or disability of the father may be provided by the 
the licensing bodies. Another section > - : - - 

deals with the contracts of life insurance I avor Insurance feature. 
and provides that all money payable 
under the policies should be payable in ‘ : : 7 . 
lawful money of Canada. This is not In event of the death of the child, the policy 1s 
an objectionable clause of itself, as it is payable to the father F 
included in the model insurance act, but ‘ : 

the provincial superintendents interpret 
it as a sign that the dominion intends J} No limit is set as to maximum amount 
to make its act comprehensive in every ; 
detail and cover the entire subject mat 

ter as provided in the provincial laws. |] Results obtained by Lincoln National Life agents 
\gain, in another section, three clauses . ar es ; ; . “~~ -_ was S : 
are added restricting contracts of fire in selling this new Tl VENILE POLICY prove it 
insurance to the section of the insurance to be another good reason why it pays to 

acts which already contained the great . . 

est restrictive measures. It is claimed J} 
that these three new sections, which are 
already included by legislation in most 
of the provinces, constitute an unneces 
sary addition to the dominion act and 
further indicate that the dominion is at 
tempting to assume complete control of | 
insurance legislation The comnittec | —- —~ ———-— 
reported that in its opinion the history (LINK UP Swimm THe) LINCOLN 
of the dominion legislation of 1924 may X a ee at 
be accepted as absolute proof that the 
spirit of compromise is not in the air 
that anv suggestions of a conference at 
this date must be considered in the light 
of the history of that legislation and that 


ee || ms 
Lincoln National Life 
Insurance Company 


inces will have to avail themselves of 
“Its Name Indicates Its Character”’ 











other channels in the defense of juris- J} 

. | 
dictions and work out their destiny | 
. without the cooneration of the dominion 


Canada Life Changes 


L. K. File has been appointed associ 
te actuarv bv the Canada Life of 
Toronto Mr. File has been assistant 
ictuary for several years He gradu 
ited from Toronto university in 1903, 
receiving the gold medal that vear in 
nathematics In 1909 he joined the 
ctuarial staff of the Canada Life, hav 
Ing spent some time with another com 
pany, and in 1913 was appointed as Now More Than $325,000 ,000 In Force 
sistant actuary 1. D. Williamson and | 
1. G. Beatty and P. S. MeLean have 
lso been appointed assistant actuaries 
\ll four are fellows of the Actuarial 
c 


Lincoln Life Building Fort Wayne, Ind. 
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One Hundred Men Wanted 


BEFORE JANUARY Ist, 1925 


We want to reach the $100,000,000 mark of 
business in force during 1925. We want one hun- 
dred or more men who will support themselves by 
writing life insurance—and appoint other men that 
will support themselves by writing life insurance 
and get those men to appoint other men and those 
others still others. The result of such a procedure 
is startling. 


Write direct to the Home Office for details of 
the DIRECT AGENCY SYSTEM or get in touch 
with any of our agents in the field and they will 
gladly explain it to you. 


We are now operating in Ohio, Indiana, IIli- 
nois, Michigan, Iowa, Missouri, Kansas, Olsla- 
homa, Colorado, Nebraska, Kentucky, West Vir- 
ginia, Pennsylvania, Virginia, Maryland, District 
of Columbia and Florida. 


We are making a world’s record. Come with 
us and grow. 


The Columbus Mutual Life 
INSURANCE COMPANY 
Columbus, Ohio 


Cc. W. BRANDON, President D. E. BALL, Secretary and Actuary 























EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 























National \ ," 7 Produce 
Underwriter ant Ad S Results 
One Inch, One Column wide, one time, $5.00 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Exch. 
Phone Wabash"2704 CHICAGO 
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FISHER IS PRESIDENT 


PROVINCIAL OFFICIALS MEET 


Superintendents of Insurance in Annual 
Conference at Toronto Had 
Busy Four Day Session 


TORONTO, ONT., Oct. 28.—At the 
annual conference of the _ provincial 
superintendents of insurance, held here 
last week Superintendent J. E. Fisher of 
Saskatchewan was elected president to 
succeed 2, P. Dougherty of British 
Columbia. It was an important session 
and the four days of the convention wer 
marked by the transaction of much 
business. The sessions were held in the 
Parliament buildings, with Mr. Dough- 
erty presiding. Fremier G. H. Ferguson 


of Ontario gave the address of welcome 
atter which Mr. Dougherty delivered his 
presidential address. 

In his address, Mr. Dougherty re- 
terred to the origin e Association 
of Superintendents of Insurance in Cal- 
gary, 1914, when the superintendents o 

rovinces met 


the four Western 
endeavor to start an association. He 


aiso mentioned the tact that only ol 


ot the original instigators of the move 


ment, namely, A. E. Fisher, superintend- 
ent of insurance tor Saskatchewan, was 
still in the association He reierred to 
the beneticial effects which were evident 
from the work of the Association. Mr 
Dougherty also paid a tribute to V. Evan 
Gray, formerly superintendent of insur- 
ance for Ontario, and at the same time, 


welco ned to the conterencs R Leigl ton 


it 
Foster, successor to Mr. Gray. 
Superintendent Belanger’s Address 


Che morning session was devoted, in 
the main, to the submission of reports 
irom various committees covering all 
Lranches and phases of insurance. The 
session closed with a brief address by ] 
P. Belanger, superintendent of insurance 
tor Quebec. Mr. Belanger touched on 
the anxiety of the field man to elevate 
his business to that of a _ profession 
which effort, on the part of the agents, 
was to be commended, as the higher the 
ideals the better the man. At the same 
time, he questioned whether the agents 
were proceeding in the proper way, as 
referring more particularly to his own 
province, that of Quebec, he felt that 
the existing condition rested entirely 
with the insurance interests, who alone 
were to be blamed for the undesirables 
in the business. He made passing refer- 
ence to the advertisements of some com- 
panies and brokers who in advertising for 
agents dwelt on the fact that no experi- 
ence was necessary and that a man who 
could only devote part of his time to the 
business, would be welcome. He felt 
that such tactics meant that the best 
men were not attracted to the business, 
undesirables crept in with the result that 
rebating was rife and some insurance 
companies accepted business from 
zgents who had not even a license. H«¢ 
felt that this condition might possibly be 
rectified by legislation but stressed most 
strongly the importance otf companies 
and agents being unfalteringly loyal to 
themselves and each other. 

The afternoon session was taken up 
by two addresses, one on “The Model 
Life Insurance Act” and the other on 
“Compulsory Automobile Insurance” by 
Superintendent Wesley E. Monk of 
Massachusetts. 


Reciprocal Question Up 


In connection with the report on 
reciprocal insurance legislation W. K 
Chorn, counsel for the American Recip- 
rocal Association and one time com- 
missioner for Missouri, presented the 
point of view of the reciprocals. 

The conference held an executive ses- 
sion on Thursday afternoon the business 
including the election of officers for the 
ensuing year which resulted as follows: 
President, J. E. Fisher, Saskatchewan; 
vice-president, J. P. Belanger, Quebec; 
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and secretary-treasurer, R. Leighton 
Foster, Ontario. 

At the executive session the resigna- 
tion of V. Evan Gray, as secretary-treas- 
urer of the Conference, was reluctantly 
accepted. Mr. Gray, formerly superin- 
tendent for the province of Ontario, re- 
signed from this position some time ago 
to become permanent chairman and 
counsel for the Canadian Automobile & 
Casualty Associations His successor 
as superintendent for Ontario, R. Leigh- 
ton Foster, was appointed by the con- 
jerence as secretary-treasurer, to fill 
the vacancy caused by the resignation of 
Mr. Gray. 

Friday, the last day of the conference 
was designated “Fire Prevention Day” 
and the program was in charge of the 
Canadian fire marshals 


Discuss Model Insurance Act 


It was intended that the address o1 
‘The Model Life Insurance Act” b 





given by James V. Barry, vice-president 
Metropolitan Life and ex-commissionet 
Michigan. Mr. Barry, however, was 
unable to attend owing to sickness and 
is place was ably tal by H. J. Sims, 
10 has devoted a tremendous amount 
time and effort to the drafting of 
the model life insurance act, to he 
| pted by each province of Canad: 
Mr. Sims reported that the unifor 
insurance act had passed all provin- 
cial legislations with the exception ri 
Quebec and Nova Scotia. Che act t 
effect in British Columbia in Septemb«s 
ot this vear and will become effectiv 
New Brunswick and Alberta by pré 
clamation by the _ lheutenant-governor 
in the cases of all other provinces, whic! 


have passed the act, it is to become ef 
fective on Jan a 925 This legisla 
tion was brought up at the last session 
of the Nova Scotia legislature but it 


was not possible to get it through and 
it will probably be passed in Nova 
Scotia at the next session. So far, no 
action has been taken by the Quebec 
legislature in the matter Mr. Sims 


suggested that New Brunswick ane 

Alberta be asked to make their acts 
effective Jan. 1, 1925, at which time the 
act will become effective in the majority 
ot the other provinces. 

A complimentary dinner for the su- 
perintendents, tendered by the Insur- 
ance Officers Association, was held 
Tuesday evening. 


Assessment Plan Clubs 


The second and third days of the 
conierence were taken up by the dis- 
cussion and consideration of the various 
committee reports presented on Tues- 
day. 

The assessment plan life insurance 
clubs come in tor considerable discus- 
sion a strong delegation being present 
from the Canadian Fraternal Associa- 
tion, this delegation stressing strongly 
the unsoundness of the clubs and the 
ultimate effects which their activities 
must have on their members, the public 
and reputable fraternal societies. The 
great trouble with these organizations is 
that the money paid to the beneficiary 
of a deceased member is paid as a 
gratuity and not under a contract. It 
is extremely difficult to accurately de- 
fine their status either under provincial 
insurance laws or under benevolent 
society legislation. 

The superintendents expressed them- 
selves as being fully alive to the danger 
of allowing such clubs to operate and 
were unanimous that some steps would 
have to be taken whereby such clubs 
would be embraced in the provincial 
insurance acts. 

The assessment plan life insurance 
he is losing ground, and begins to 
the conference by D. E. Kilgour, actu- 
ary of the North American Life and 
president of the Life Officers Associa- 
tion. Mr. Kilgour emphasised in no un- 
certain way the actuarial unsoundness 
of such clubs and the disaster which 
must eventually come if they were al 
lowed to continue in existence unless oO! 
course they could be placed on a sound 


basis 
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Producing 
General Agents 


Wanted 








Washington Michigan 
Oregon Virginia 
Idaho Kentucky 


Unusual opportunities and attractive contracts to 


men who are good PERSONAL PRODUCERS 
and who have ability to ORGANIZE an agency. 


Must have details regarding insurance experi- 
ence, production in each of last three years, and 


particular territory desired, in first letter. 
3 


For booklet “Why the Minnesota Mutual” write 


O. J. LACY 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 








Can You Beat It? 


There are more than three hundred legal reserve life com- 
panies in the United States. One hundred and seventeen of these 
are older than the Midland Mutual. On December 31, 1823, but 
seventy-nine had more business in force, while but seventy-three 
gained more business in force during the year. Only sixty-seven 
have more assets. Many of these large companies have pur- 
chased one or more companies while all the Midland’s business 
was written by its own agency force. 

During 1923 but thirteen companies paid their policyholders 
more money in dividends than they paid in death claims. The 
Midland was one of this group. 

We know of no other company which can truthfully say it 
“Never contested or compromised a claim” during eighteen years 
of service. The Midland was eighteen years old on July 2, 1924. 

Only eight companies maintained their previous dividend 
scale through the war and flu epidemic. The Midland was one 
of the eight. An improved schedule has just been announced, 
payable after June 30, 1925. 

Also new policy forms with no surrender charge and loan 
values the secord year 

For General Agency in Indiana, Michigan or Pennsylvania 
write J. A. Hawkins, Manager of Agencies. 


The 
Midland Mutual Life 


Insurance Company 
Columbus, Ohio 


‘‘Its Performance Exceeds its Promise”’ 








FIELD SUPERVISOR 


Are you a good “closer’’?P 


Have you had several years’ suc- 
cessful experience in finding, 
training and working with new 
agents, both city and country? 


A large Southern company wants 
such a man. 


Correspondence is invited and all 
inquiries will be treated in abso- 
lute confidence. 


Box K-80 
The National Underwriter, 
Chicago, Illinois 




















NON-CANCELLABLE 


Health and Accident Insurance 


FULL COVERAGE FROM FIRST DAY 
FOR HOSPITAL CONFINEMENT 


under Continental’s NEW 
Non-Cancellable Income Policy 


For details see a Continental representative, 
or address 


Continental Casualty Company 
910 S. Michigan Avenue 


Chicago, Illinois 
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sales talks. 
survey of salesmanship. 


This form of Convention is but one evidence of the modern 
method of instructional co-operation between our Home Office 


and Field. 


We have places for men and women who believe that con- 
stant life insurance education is as necessary as constant in- 
dustry. 


Penn Mutual Conventions 


At our Eastern Regional Convention in September there 
were twenty-four Field speakers, -_ only five Home Office. 
They touched almost every phase of 
gathering, income plans, mail plans, approach, closing, in- 
heritance tax coverage, etc. Star salesmen gave their standard 
In brief, there was a comprehensive and intensive 


salesmanship,—prospect- 


The Penn Mutual 


Life Insurance Company 


Philadelphia, Pa. 


Organized 1847 

















“Te GLOB 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


GAIN IN INSURANCE IN FORCE . 
GAIN IN INTEREST. 
GAIN IN peas ang 
GAIN IN ASSET 

AVERAGE GAIN” IN ALL ITEMS. 


This is away above the average of all Life Insurance Companies in 


the United States combined. 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 


MUTUAL LIFE 
INSURANCE COMPANY 


23 per cent 
..41 per cent 


It is a record we are very proud of and it 





T. E. BARRY, President, General Manager and Founder 























Te Company with the personal contract offers ex- 
cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 


development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 


Beaumont, Texas 


H. M. HARGROVE, President 








INDIANA 





AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY 


KANSAS 


OHIO 


ILLINOIS 


IOWA 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


MISSOURI 


MICHIGAN 


NEBRASKA 








National Underwriter want ads are result getters 














TELLS OF BRITISH TRIP 
EXPLAINS NON-MEDICAL PLAN 


William J. Graham of Equitable Gives 
Impressions of His Recent Visit 
in Great Britain 


NEW YORK, Oct. 28.—William J. 
Graham, second vice-president of the 
Equitable Life of New York, has given 
some interesting information regarding 
life insurance in Great Britain, particu- 
larly the writing of policies without med- 
icai examination, in an article in the last 
issue of “Ounce of Prevention,” the 
monthly bulletin of the Hooper-Holmes 
Bureau. Mr. Graham has just returned 





WILLIAM J. GRAHAM 


Second Vice-President Equitable Life of 
New York 


from atwo months’ tour of Great Britain 
where he made a study of life insurance 
conditions and the underwriting meth 
ods of the companies. His findings are 
of particular interest at this time, as 
there is considerable agitation in this 
country over the question of non- 
medical life insurance. His review of 
3ritish life insurance conditions was as 
follows: 
Non-Medical of Chief Interest 


“Life insurance without medical exam- 
ination would be my answer to your 
question as to what phase of life under 
writing was uppermost in British life 
insurance thought. The British are the 
greatest life underwriters on earth just 


as they are the great underwriters in 
every other department of insurance 
We in America have their great ad- 


miration as life insurance distributors 
The volume of life insurance in this 
country is much greater from every test 
than that existing in Great Britain or, 
for that matter, in any other country 
This despite the fact that there are life 
insurance companies in Great Britain 
one hundred years old and older. Life 
insurance was an established institution 
in Great Britain decades before the birth 
of the first American life insurance 
Company 


Sun Was Leader 
medic il ex 


‘Life insurance without 


mination was introduced by the Sun of 
London about the beginning of this cen 
tury. As introduced it was safeeuarded 


various ways. The amount of death 
benefit in event of death in the first few 
years was graded This wrade was fixed 
in earlier practice at one-third benefit 
two-thirds benefit the 


the first vear, 

second year, and full benefit if death o« 
curred § after the second year The 
amount of insurance one could obtain 


on this plan was limited and no assign 


ment of the policy permitted within two 


years from the date of its issuance 





“These restrictions were gradually 
liberalized until, after 20 years of ex- 
perience, the Sun waived all restrictions 
and now issues the insurance on exactly 
the same terms as granted to policies 
issued on medical examinations. This 
means that the company will accept in- 
surance in any amount from $125 to 
$75,000 on all forms other than term 
insurance upon lives of men and women 
alike not more than 50 years of age who 
have not been rejected or criticised on 
any previous life insurance application 
and who claim to be in good health. 


Several Now Doing This 


“A number of other companies are 
now issuing life insurance without med- 
ical examination but for the most part 
they are going through the earlier stages 
of restrictions adopted by the Sun Life. 
With some of these companies the non- 
medical plan is only used on double 
endowment insurances or endowments 
not longer than 20 years in duration. 
All companies restrict issuance to lives 
not older than 50 years. 

“One of the leading companies of 
Scotland now writes insurance upon the 
non-medical plan with all restrictions re- 
moved except the limitation of $5,000 
on any life and that the life must be not 
over fifty. 

“The leading industrial company of 
Great Britain has taken up the non- 
medical plan for its ordinary branch. 
While its experience is recent the com- 
pany feels encouraged in the fact that 
the mortality thus far has been in con- 
firmation of the experience of the Sun 
Life, to which experience all companies 
in Great Britain seem to defer in the 
matter of non-medical applications for 
life insurance. 

“The British go in for endowment in- 
surances to a relatively great degree as 
compared with Americans. This thought 
of old age and the protection of invest- 
ment features in life insurance is further 
borne out by the larger popularity of 
annuities in Great Britain. The percent- 
age of annuity premiums to the total 
premium income in Great Britain is 2% 
times the same percentage in America. 

Not Solicited in Britain 

“Dwellers in the British Isles are not 
solicited for life insurance as is the case 
in America, which undoubtedly accounts 
for the relative under-insurance of the 
British lives judged by American stand- 
ards. The business is obtained largely 
through what we would know in Amer- 
ica as brokers or even “pluggers’” who 
turn their “leads” over to salaried rep- 
resentatives of the insurance company 
who complete the work of the agent in 
the com: nission interest of the man pro- 
ducing the “lead.” These salaried rep- 
resentatives of the insurance companies 
see every risk and the importance of 
these men in the case of life insurance 
without medical examination is manifest 
While they do not attempt to do more 
than give a layman's iudgment of the 
health and character of the prospect, it 
is claimed that the mortality thus ob- 
tained is about the same as produced 
from business medically examined. 


Interested in Group 


“Great interest is expressed in group 
insurance. A number of the British life 
companies have adopted the plan but 
it would appear that the situation in in- 
dustry in the British Isles does not lend 
itself so readily to producing good re 
sults for the employer from the adop 
tion of group insurance as is the case in 
America, The unemployment situation 
is acute and the Unemployment Insur 
ance Act, while unquestionably helpful 
in the amelioration of dire distress, 1s 
questioned for the new evils which it 
introduces.” 

H. G. Bayles 
Hl. G. Bayles has been brought by the 
Houston, Texas, to 
ssume charge of the group department 
for Hart & Eubank eweneral agents for 
vreater New York He will address the 
members of the ivency on group msur 
: Monday morning 


\etna Life from 


ance next 
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Capital $200,000 


To a Young 


LIFE INSURANCE MAN 
On the Way Up 


HE man to whom this advertisement is addressed 
is not looking for a job. He probably has one. But 
he is looking for an opportunity. 





He has his feet on the F and knows the value 
of time well applied. e realizes the future to be 
carved out for himself through the medium of the 
right company tie, coupled with the proper sort of 
help in getting started. Above all, he has a clean 
record and knows the meaning of team work. 
He is 25 to 35 years of age and married (though 
this last is not imperative). He has had a success- 
ful experience in personal production. If he has 
assisted in finding and training men new to the 
business, so much the better. 





If this man is you, write to the address below. If we can HE life insurance a gent who 
ai ad supsavaie pon totae’ War Comuanion te gives # wishes to obtain the representa- 
a fine reputation by those who really know and our past tion of a reliable and pre-eminently 
record speaks for itself. honest company will find The Gem 
Make your first letter tell the whole story. General Agency City Life admirably suited to his 
opportunities are now open in Ohio, Pennsylvania, Michi- needs. The Gem City will equip its 


gan, Indiana, Illinois, West Virginia and Kentucky. . 
agents to write all forms of personal 


protection and in one good strong 
H. M. MOORE, Vice-President company. 


Address in confidence: 


There are exceptionally good oppor- 


THE  & LEVE LAN D LI FE | —_— for ca and — agents 
INSURANCE COMPANY | in good producing territory. 


WM. H. HUNT, President GEM CITY LIFE INSURANCE COMPANY 


: I. A. MoRRISSETT, VICE-PrREs. 
Home Offices Cleveland, Ohio DAYTON, OxI0 




















The Systeman 
Security Holder 


makes an ideal Christmas gift. A high- 
class leather container with the recipi- 
ent’s name stamped in gold upon it, is 
certainly a nice way to “remember” 
your clients and friends—and they'll 
remember you when they need insur- 
ance service. 


Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 
a growing Company. 


The Systeman Security Holder is de- 
signed to provide a place for insurance 
policies, bonds and other valuable pa- 
pers. Your gift will be in service con- 

: . . . 44 stantly. It will be a perpetual adver- 
If interested in some good Missouri | ieee at yen. PS 


territory, write us. 


Our policy contracts are second to 
none. 








The Price is $2.25. 





| 
° | 
OFFICERS | There is a large size at $3.15. 
F. H. UEHLING, President W. K. BRAMWELL, Vice-President | Liberal quantity discounts. 
WILMER LYONS, Secretary-Treasurer | ; 
DR. C. E. TOLLE, Medical Director Send me the attached slip and look over the Holder. 
Insurance in force after twenty months— | I ‘penaiilniicasdendinn te iene 
uld like to examine a Systeman 
illi | Security Holder. If I decide to keep it | 
over Cae Ren. E. L. KAUFMAN ' I will remit $2.25 within ten days. If 
Room 700, Austin Bldg. , Rot, I will return the holder. 


Kansas City, Missouri Chicago, Ill. ' 
Telephone Wabash 3933 » Address Te ee 








305 Reliance Building | 111 W. Jackson Blvd. | 
| 
| 
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This is No. 12 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Mic higan Mu- 
tual opportunities. 























Michigan Mutual Life Building 


What Is Service? 


Is it not the performance of labor for the benefit of another ? 
You get service and you give it. It is what makes the world 
worth while. Without it we wouldn't amount to much, 


But there are all kinds of service, good, bad and indifferent. 
Mark this well. The kind of service that you get oftimes 
governs the service that you render. If your company gives 
you good service, it is reflected in your contracts with your 
clients. Likewise if the service is poor your clients are apt 
to feel the effects of it. 


For 57 years the Michigan Mutual has given service of the 


highest type. It has been above reproach. It has truly been a 
performance of labor for the benefit of others. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 
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The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 
Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 








WANTS LAWS CHANGED | 


KENDRICK SUBMITS REPORT 
Some Important Recommendations as 
to Legislation Made by Iowa 
Commissioner 





DES MOINES, IA., Oct. 28.—Com- 
missioner Kendrick has filed with the 
governor his annual report touching on 
iife insurance business in lowa. Mr. 
Kendrick says: 

‘The life insurance business in 
made remarkable progress. The gain of 
insurance in force of legal reserve com- 
panies licensed in lowa is practically 
twice that in 1922. That the lowa com- 
panies have shared in this gain is shown 
by the fact that the insurance of lowa 
companies in force in other states is in 
excess of the insurance in force of non- 
Iowa companies in lowa. At the close 
of 1923 the securities on deposit with 
this department were $187,480,759.77 
This represents a gain over the previous 
year of $17,688,324.05 and is practically 
twice the amount on deposit in 1918.” 


1923 


Suggestion for Legislation 


He makes the following recommenda- 
tions as to legislation: 

The provision regarding securities 
insurance companies 
should be changed so that no loans 
could be made by companies to other 
companies or organizations with the 
same officers and directors. The com- 
missioner should be given authority to 
employ appraisers to make physicial ex- 
aminations of the real estate owned by 
the companies and that securing the 
loans held by the companies. It has 
been evident in some instances that 
proper appraisals have not been offered 
by the companies, and a law giving the 
department the opportunity, when 
deemed advisable, to make such apprais- 
als would tend to make the companies 
more careful in the selection of loans. 


Regulation of Fraternals 


Many changes should be made re- 
garding the regulation of fraternal so- 
cietics and admission of such societies 
to this state. No society should be ad- 
mitted to this state in the future unless 
all of its business is based on adequate 
rates, with reserves not less than the 
National Fraternal Congress table at 4 
percent full preliminary term plan. In 
case loan or cash values or other non- 
forfeiture options are offered the rates 
should be based on a table not less than 
the American Experience 4 percent full 
preliminary term. The plan of policies 
which fraternals may offer should be 
limited to whole life policies, limited pay 
life, term and continuous premium en- 
dowment policies providing for maturity 
at an age not less than 65. All fraternal 
certificates should be filed with and ap- 
proved by the insurance commissioner 
before issued by the societies. All 
changes in by-laws or articles of incor- 
poration should be approved by the com- 
missioner before being put into effect 
by the society. 


Valuation of Policies 


The provisions regarding valuation of 
policies by legal reserve companies 
should be brought up to date in order 
to cover the various forms of policies 
now issued by insurance companies. The 
American Experience Table at 3% per- 
cent with modifications similar to the 
Illinois standard basis should be pre- 
scribed as the minimum valuation basis 
In case of group policies with rates 
fixed tor a period of not longer than five 
years, the American Men table at 3% 
percent may be safely specified 

A law should be enacted concerning 
receivership in the case of insolvent 
companies. Provisions should be made 
that the head of the insurdnce depart- 
ment under the direction of the court 
should be the receiver in all cases where 
one is necessary. This would insure a 
receiver who is familiar with insurance 
matters and result in greatly lessened 
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expenses and more efficient handling oi 
insolvent companies. 

The present status should be am ended 
conferring upon the commissioner of in- 
surance the power to remove officers 
and directors of insurance companies for 
mismanagement, by proper proceedings 
in court. 

A company should not be permitted 
to reduce its capital stock without per- 
mission of three-fourths of the stock- 
holders of the company. This action 
should be under the supervision of and 
with the approval of the insurance com- 
missioner. 


Urges Joint Examinations 


TORONTO, ONT., Oct. 27.—A. E. 
Fisher, chairman of the inspection com- 
mittee of the Canadian insurance super- 
intendents’ te mccoy which held its 
annual meeting here last week, in the 
annual report of his committee, sug- 
gested that a definite program of joint 
inspections be adopted by the provin- 
cial superintendents. He pointed out 
that in 1924 this was recommended, but 
that no joint examination has yet been 
held. He suggested that an immediate 
assignment for 1925 examinations be 
mzde and all details worked out so that 
the various superintendents will coop- 
erate in the work. He also suggested 
that some mutual understanding be 
reached relative to the method of deal- 
ing with valuations and other items in 
ccmpany statements which have long 
been the subject of controversy. 





Leaders Get Convention Trip 

The Grange Life of Lansing, Mich., 
will send agents who come nearest 
quotas set for them between Nov. 1, 
1924, and Sept. 1, 1925, to the conven- 
tion of the National Association of Lite 
Underwriters in Kansas City, next vear, 
it was announced this week by Warren 
Byrum, agency manager. 

Officials of the company voice belief 
that the substitution of rewards in the 
form of trips to big conventidns is pre- 
ferable to cash prizes in that they not 
only spur the salesmen to extra effort 
but they make better agents through 
bringing them into contact with the best 
men and the highest ideals of the pro- 
fession at such gatherings. 

Quotas, to be based on past records 
of individuals, have not yet been set 


Gives Policyholders’ Luncheon 


In opening up an office in Chester, 
Pa., Paul Loder, manager of the Phila- 
delphia district for the Provident Mu- 
tual, tried some unusual methods to get 
his new manager, Alfred Steer, started 
off properly. First he obtained a mem- 
bership in the Chester Club, to which 
most of the leading business men be- 
long. Then, in view of the fact that 
it was policyholders’ month, he decided 
to put on a policyholders’ luncheon, to 
which he invited all policyholders in 
Chester who had been insured in the 
company more than 25 years. He found 
12 of them. In addition he invited an 
official of each of the banks, and heads 
of various industries located in the city, 
The mayor was on hand. President Asa 
Wing was present. The affair was a big 
success. Those invited all came, and 
listened to a dignified talk on the mean- 
ing of life insurance by President Wing 
Before the luncheon adjourned, all were 
interestingly discussing life insurance 
As to material evidence, within 48 hours 
Mr. Steer had sent six cases for $50,000 








each. 


No Change in Service Bureau 
Officials of the American Service 
Bureau do not look for any change in 
the management of the bureau as a re 
sult of the action taken by the Ameri- 
can Life Convention at New Orleans 
The board of directors of the bureau 
will meet in Chicago Nov. 11, at which 
time future plans will be fully discussed 
About the only change expected is a 
closer cooperation and coordination be 
tween the officers and executive com- 
mittee of the American Life Convention 
and the officers and directors of the 
American Service Bureau 
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The geographical and principal gateway to the South. 


A metropolitan city that is rich in industrial and finan- 
cial institutions. More than $100,000,000 invested 
capital in industries—sales from which aggregate 
over $175,000,000. Banking institutions 
whose clearings exceed $3,050,000,000 


RICHMOND— Capitol City of Virginia 


with a population of over 210,000, of whom 97% are American born. 


VOLUNTEER offers to some dependable individual, 
territory contiguous to the City of Richmond, un- 
der an old-fashioned general agency contract, 
providing liberal first year and renewal commis- 


sions. 


VOLUNTEER issues only guaranteed, 





annually, and carrying the accounts of 
1,200 neighboring banks. 


RICHMOND is noted as a city of beau- 
tiful homes; parks; churches; 
schools; colleges, including more 
than forty modern school buildings. 


RICHMOND is surrounded by the most 
fertile section of Virginia. The 
value of agricultural products 
reaching the huge sum'‘of $171,551, 


000 annually. 





White House of the Confederacy 


low net cost, non-participating life 
insurance. 


VOLUNTEER is a solid, substantial, 
American institution—well manned 
and well grounded, that has faith- 
fully served insurers since 1903. 





A spirit of friendly interest, coupled 
with a full measure of worth while co- 
operation, will be freely extended the 
men we select at Richmond. 


Concerning agency opportunities in other sections of Virginia, 
Amarillo, Texas, Eastern Oklahoma or Indiana, address 


VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 





PAID TO AND HELD IN TRUST FOR POLICYHOLDERS 


$12,911,119.00 








_ Story of the INTER-SOUTHERN LIFE 


A Buyer’s Market 


When a commodity is scarce, and there is a demand in 
excess of the supply, or the materials from which to 
make the supply, we have a buyer’s market. Salesmen 
may then revel in writing orders. When the supply is 
greater than the demand, goods must be sold. Selling 
under such circumstances is usually termed diverting 
trade instead of creating trade. 

Now, life insurance comes directly under neither con- 
dition, but partakes, to a limited extent, of both. The 
demand is as boundless as the power to save, plus the 
desire to protect others. 

Savings deposits are created when a policy of insur- 
ance is sold, and rarely ever amounts to a diversion of 
the business from one life insurance company to another. 
Thousands of organizations supply all other necessities, 
while less than three hundred companies supply this, 





! Total 

| Admitted 

i Jan. 1 Assets 

i} ee Sere a seers $ 326,508.78 
ES ee ere 1,719,228.64 
SS a eee 4,506,612.89 
ES Ras eee 4,664,170.30 
ie ee aay 4,820,779.76 
DO Te eee 5,494,297.54 

| OWNED BY THE COMPANY ERIE Ss ee 6,143,069.31 
Sere Sa 6,873,447.45 
er 7,371,274.27 
had otek oak habia 10,464,497.66 
1924 (Sept.) .. 11,100,000.00 


the greatest of all: SAVINGS, PROTECTION AND 
INDEMNITY UPON LIFE. 


An army of new salesmen is needed in this field of 
endeavor by every company. College graduates, high- 
school graduates, healthy, capable men in every other line 
of endeavor may easily find a life’s work pleasant and 
profitable with this, or any other legal reserve life insur- 
ance company. Men who are out of a position and 
cannot find other employment, are not wanted in this 
line of endeavor. Men who are wanted in thousands of 
other positions, are men who ought to consider this line 
of endeavor. 

If you are thinking of engaging in this business, write 
to some good life insurance company today. 

This is our 


STATEMENT OF PROGRESS 


Reserve and 

Insurance Surplus to 
in Force Policyholders 
$ 3,182,597.00 $ 271,952.37 
15,088,585.00 930,680.98 
36,260,222 00 4,396,139.5S 
37,000,000.00 4,542,698.10 
37,800,000.00 4,803,670.12 
45,569,851.00 5,386,694.08 
57,901,271.00 6,045,958.52 
59,204,201.00 6,773,280.06 
62,591,398 00 7,332,92821 
88,502,568.00 10,391,747.71 
94,500,000.00 10,620,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


Eighteenth Year JAMES R. DUFFIN, President 





IS A GOOD COMPANY 


LOUISVILLE, KENTUCKY 
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COMMISSION REDUCTION ON SMALL 
POLICIES NOT GENERALLY APPROVED 








HERE has been some question in 
the past as to the possibility and 
feasibility of the life companies re- 


ducing the commissions paid on $1,000 | 


policies and to sound out the general 
opinion on this question, THe NATIONAL 
UNperRwRITER recently asked the life in- 
surance companies for their views. 
These have been generously given and 
the returns show that there is no im- 
mediate danger of a change in com- 
mission as far as the bulk of the 
companies are concerned. 


Majority Favor Full Commission 


Some companies have tried the plan 
in the past and have reverted to the full 
commissions. Others now are using the 
reduced commission plan. Of course, 
some report favorable results and others 
are not convinced that the plan is a 
profitable one. A majority of the com- 
panies, however, state that they have 
not adopted the plan and do not con- 
template any such change. They feel 
that the reduction in commissions would 
tend to divert the agent’s effort from 
the small risks and thus deprive the 
$1,000 prospect of the full benefit of 
life insurance, although these 
holders constitute a greater part of those 
now on the books. It is further sug- 


| company 





policy- | 


gested by some companies that the lapse | 


ratio on the increased policies that would 
result from such a move would more 
than offset the larger premium income 
and the reduced expense item. One or 
two aiso make a suggestion that it is 
to the advantage of the company to 
have a more extensive experience as far 
as the mortality record concerned. 
That is, ten $1,000 policies would give 


1s 


the company a wider range than one 
$10,000 policy. 
The comment of the companies, 


in 





response to the inquiry made by THE 
NATIONAL UNDERWRITER was as follows: 
os @ 

Canada Life—While there are no 
doubt certain arguments in favor of re- 
ducing commissions on $1,000 policies, 
arguments which weighed sufficiently 
with some companies to cause them tu 
have adopted this practice, yet we be- 
lieve that it is better to pay the same 
rate of commission on $1,000 policies 
as on the larger policies. In doing this, 
we are considering the benefit to the 
from a wider distribution of 
business, as we believe that 100 individ- 
ual $1,000 policies issued on 100 different 
lives would be more profitable to the 
company from a mortality standpoint 
than ten policies of $10,000 each. We 
also believe that some of our best 
agents and by far the most of them 
write a greater percentage of smaller 
cases than large cases. These men 
would feel dissatisfied if the rate of 
commission which they would receive on 
a total volume of business was less than 
that paid to a man writing no greater 
volume, but securing it on fewer lives. 
They also believe that there is some- 
thing to be gained in the persistence 
of business written on a uniform rate 
of commissions for all amounts for any 
plan of insurance, in the fact that the 
agent will be more apt to sell a man 
what he believes he can afford, rather 
than to oversell him to secure a larger 
rate of commission by having the policy 
issued in a higher rate class, as far as 
amount is concerned. These are some 
of the considerations from our past and 
present practice in this matter. 

se = 


Farmers & Traders—A decreased com- 
mission on $1,000 policies will cause a 
decrease in the amount of insurance be- 





UNDERWRITER 
cause the bulk of insurance today is 
written on $1,000 and $2,000 policies. It 


would be a very unwise move for any 

company to take steps along this line, 

and we would not approve and undoubt- 

edly would never take action of this sort. 
* * 7 


Kansas City Life—The effect would 
not very noticeable as the agent would 
rather sell $1,000 at any commission 
than not sell, but it would increase the 
sale of term insurance as the agent could 
offer a little more insurance for the same 
money. 

7 * * 

National Fidelity Life—Every com- 
pany has its small business producer, the 
one who writes more $1,000 than any- 
thing else. He is entitled to his reward 
for he may be doing a greater service 
to the community than your $50,000 
man. Expenses are based on $1,000 con- 
tracts and this company will not con- 
fiscate the commissions of the $1,000 
producer. We lose more by over-sold 
business than under-sold. 

* * . 

Inter-Mountain Life—We have given 
no consideration to the suggestion of 
paying lower commissions on $1,000 
policies and, therefore, cannot give any 
opinion based on experience. It would 
appear that it would cause the agent 
to attempt to secure larger applications 
and, of course, would thereby theoreti- 
cally reduce the expense now involved. 
On the other hand, it might result in 
over writing many individuals who 
would not be in a position to pay the 
premium on more than $1,000, particu- 
larly in the case where an individual 
is already carrying a fair amount of 
insurance. 

* * * 

Southern Union Life—It is our opin- 
ion that a decrease in the commission 
paid on a $1,000 policy would tempo- 


rarily cause a decrease in the amount 
of insurance written, but it is very 
probable that it would later increase 


production. The greatest disadvantage 
we see in the question would be the 





tendency to oversell the applicant who 
is only ready to apply for his first $1,000 
policy. This would tend to increase the 
lapse ratio. Many boys and young men 
take their first $1,000 policy as a method 
of saving and for the minimum protec- 
tion which the insurance affords. It 
would be a burden to such a policy- 
holder to keep up a $2,000 contract on 
a limited payment plan, which invari- 
ably is the plan which a boy in the 
‘teens selects. There would also be a 
tendency for the agent to neglect the 
$1,000 prospect unless he was easily 
written. The cost of the $1,000 policy 
to the company in the first year is one 
of the problems all of us have to face. 
However, many a young healthy tenant 
farmer can hardly afford to pay for a 
$2,000 life insurance policy on the 20 
payment life or any higher priced plan. 
* * * 


Sun Life of Canada—Our company 
pays the same rate of commissions on 
policies for $1,000 as for larger amounts. 
Unless decreased commissions were sub- 
stantial, we would not expect it to have 
much effect on the volume written. If 
the decrease were considerable, we 
would expect the volume to fall off, as 
agents naturally seek that class of busi- 
ness which gives the greatest remunera- 
tion. The object is that it would tend 
to cause the agent to neglect the man 
who can only afford a small policy. 

7 * 7 

Penn Mutual Life—Unless a special 
effort is made by the company to in- 
crease the writing of a particular class 
of business, a decreased commission in 
that class is almost certain to result 
in a corresponding decrease in the 
amount of insurance. However, a de- 
creased commission on $1,000 policy 
would not necessarily mean a decrease in 
the total amount of insurance, as fewer 
$1,000 policies might be even more than 
offset by the larger number of $1,500 
or $2,000 policies. It might also be 
mentioned that an attempt to grade com- 
missions for one class of policies brings 
up the question as to whether it should 
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The Sunflower State 


Kansas was first visited by Europeans in 1541, when Fran- 
cisco de Coronado led his Spaniards from Mexico across the 
Buffalo plains in search of new world wealth. 


This territory passed to the United States in 1830 as a part 
of the Louisiana Purchase and became a state in 1861. 


One of the most pisturesque periods of our early history had 
Kansas for a background, for through Kansas in the days of 
the “covered wagon” came most of the “prairie schooners” bound 
for Santa Fe, California and Utah. 


_It was the center of the storm of national political passions 
which formed a prologue to the Civil War. 


Its great oil output is noted for its quality. 


lead, 
stone are found in large quantities. 


zinc, rocksalt, 


Even greater development is yet in prospect. 


limestone and building 


Royal Union Life 


Insurance Company 


KANSAS CITY BRANCH OFFICE 
801 Orear-Leslie Bldg. 


Kansas City, Mo. 


A. P. Osborn, Branch Manager 


E. G. Mercer, Cashier 


Today it is noted for its agricultural and mineral wealth. 
Wheat is the principal crop, while corn, hay, barley, oats and 
potatoes bring millions of income to Kansas farmers. 


WICHITA BRANCH OFFICE 


Its principal mineral deposit is bituminous coal, rich fields 
of which underlie nearly half of the eastern part of the state. 


513 Orpheum Bldg. 


Wichita, Kansas 


James P. Sullivan, Branch Manager 
L. F. Cunningham, Cashier 
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not be graded for other classes, or if 
decreased on $1,000 policies whether it 
should not be increased on policies for 
larger amounts. The effect of such a 
change might be decidedly upsetting. 

7. * * 


Protective Life, Ala—We will be 
heartily in favor of a reduction of com- 
missions on $1,000 policies. This at 
first would be a revolutionary change 
and would reduce the amount of insur- 
ance written because it would stop a 
great many agents from writing any 
insurance at all. Eight out of ten poli- 
cies are for $1,000 and the average is 
brought up to $2,500 by the very much 
larger amount of the remaining 20 per- 
cent. After readjustment, the amount 
of insurance taken out would improve 
in quality and probably in quantity. We 





could not afford to be one of the first | 


companies taking this step, however. 
The larger companies would have to lead 
the way. 

- * * 

Conservative Life, Ind.—In regard to 
the matter of reducing commissions on 
$1,000 policies, it would seem that this 
would be a problem that the individual 
company would have to work out for 
itself. There are so many conditions 
which vary from company to company 
that it makes any general statement on 
this question impossible. As far as this 
company is concerned, cutting commis- 
sions on $1,000 cases would tend to re- 
duce the amount of insurance written, 
as well as to breed discontent in the 
agency force. The reason for this lies 
in the fact that our ordinary business 
in a very logical portion is written 
through our monthly premium agent. 
Our monthly department is conducted 
along the same lines as the industrial 
companies conduct their weekly pre- 
mium business. Naturally a lot of our 
ordinary business is written among the 
industrial classes and it would be work- 
ing a hardship on the agent if we were 
to reduce his commissions on the $1,000 
cases, because in so many Cases, that is 


| bulk of 


LIFE 


the absolute limit which the 
feels he can handle. 
> > 


applicant 
> 


State Mutual, Mass.—Few companies 
would put into effect a regulation which 
would bring about any differentiation in 
the commission allowance as between 
insurance for the amount of $1,000 or 
insurance for larger amounts. It seems 
that in the matter of initial expense for 
obtaining business, the expense in refer- 
ence to the average policy issued should 
be the basis which would govern. If 
it is believed that the regular commis- 
sion rate in reference to the average 
policy will keep the total initial expense 
within the limit desired by the company, 
then the matter of expense in reference 
to individual policies would be judged 
as a matter of average, since the whole 
basis of life insurance is based on 
average. If there is a loss due to a 
large initial expense on 
most agents and agencies regard the 
writing of even such small policies on 
young lives as a valuable asset . an 
agency in view of the f 
such young policyholders will 
later on be able to increase the amount 
of their insurance, as their increase in 
income warrants. Any steps taken which 
might have the effect of decreasing this 
valuable class of business, or increasing 
the opportunity for over insuring those 
of small income would not be for the 
best interests of the insurance business 

* * * 

Prudential—The suggestion that the 
commission for a policy of $1,000 be re- 
duced on the grounds that the expenses 
in connection with its issue and a sub- 
sequent collection of premiums are as 
great as under a policy for a larger 
amount would, in our opinion, be an 
unwise move unless at the same time 
the whole system of paying commis- 
sions were modified in accordance with 
the same principles, so as to provide 
for a graded scale of commission reach- 
ing the maximum with a maximum 
amount of insurance issued by the com- 
pany. It, however, would have 


INSURANCE 


small policies, | 


fact that the large | 


| 


to be | means twice the commission of a $1,000 





EDITION 15 
done in such a way that the agent would | policy and if possible the agent will 
suffer no loss. It would, therefore, be | write $2,000 rather than $1,000. If the 


commission is less proportionately ona 
centage of commissions in excess of the | $1,000 policy, the agent will not strive 
level percentage now allowed and grade | to write people whom he has reason 
the commission percentages downward | to suppose will not take more than that 
from that point in such a manner that | amount. 

the net results to the agent would not 
be less favorable than under the present 
system. The average amount per policy 
would no doubt increase under such a 
system, as the agent naturally would be 
constantly striving for larger amounts 
in order to benefit by higher percentages 
We do not deem it advisable to reduce 
arbitrarily the commission on a $1,000 


necessary to adopt a maximum per- 


* > > 
Two Republics Life—A decreased 
commission on $1,000 policies would de- 
prive many people of the benefit of a 
small policy, when they could not carry 
more. The insurance idea is “Service to 
the greatest number.” 
* > > 


United Mutual Life—Decreased com- 


policy without at the same time pro- | missions on $1,000 policies will doubt- 
viding an offset to recompense the agent | less not cause a decrease in the total 
for the loss. Since an offset would | amount of insurance, but life insurance 
naturally be in the form of increased | companies are supposed to be service 


corporations, rendering a personal serv- 
greater amounts and, as this would in | ice along the lines of protection for a 
the long run result in no saving to the | family, both for the rich and poor alike. 
company, there would be no advantage | The poor man’s family needs the same 
in adopting the suggestion. proportion of protection. Therefore, it 
oe is but fair that if a man can afford only 

Mercantile Life—Many $1,000 cases | $1,000, and he is usually the hardest 
would be avoided and, therefore, lost if | man to see the value of insurance, he 
a decreased commission was emg should be sold that and not passed up. 


commission percentages on policies of 


for such policies. Again, many cases | It is true that the larger policy can be 
would be solicited for higher amounts | handled on the same expense as the 
that would necessarily be taken for | smaller, but then let's contribute the 
$1,000. It is a question whether the | excess profit on a larger policy to let 
aggregate amount would be greater or | the small man protect his loved ones. 
less by such discrimination in commis- | In this way only can lite insurance pro- 


tect society in general. If life insurance 


hamper the free ‘ 
is meant only for the wealthy and well- 


most of 


sions, but it would 


solicitation of 


$1,000 cases ‘ ; 
which increase later, many of them | fixed people, then it is not doing its 
reaching the limit. whole duty toward humanity. 


Ohio State Life—We are not in favor 
of decreasing commissions on $1,000 
policies. We do not think that the pos- probably c 
sible increased volume would eh mane insurance 
discrimination against the small pro- | to induce writing the larger policies, 
ducer of $1,000 policies therefore, this question is now of par- 


. ticular interest. 
Bankers Life, 


Modern Life, Minn.—A decrease in 
commissions on $1,000 policies would 
cause a decrease in amount of 
We use every effort possible 


Neb.—It would seem (This is the first section of the replies 
that a decreased commission on $1,000 | received by “The National come a 
policies would cause a decrease in| on this questionnaire. Others will 

amount of insurance. A $2,000 policy | printed in next week’s issue of the 


paper.) 
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State’s 


This has been a good year for Kansas—and for the Royal Union it has been a good year as always 


for Kansas business. 


The Royal Union has shown its unbounded faith in Kansas by establishing two branch offices to 
business from the Sunflower State—one office at Kansas City and the other at Wichita. 


handle its 


Kansas, home of many fine insurance companies, has shown its faith in the Royal Union Life as 
manifested by the $17,000,000.00 of Royal Union Life Insurance in force upon the lives of “Sun- 


flower Citizens.” 


Both Kansas and the Royal Union are growing every day. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


,000.8.4. C. TUCKER, President 
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WM. KOCH, Vice-President 








on Have Mutual Interests 


Reports show that the wheat harvest of Kansas for 1924 is the best in quality and quantity in the 
history, and a record corn crop is now maturing. 


OPO VO DUPER S 





D. C. COSTELLO, Secretary 
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Indictment on Insurance Departments 


WHEN insurance companies fail with 
a loss to the public, criticism of insur- 
ance departments is fair and sometimes 
should be severe. If the departments 
cannot protect the public, the reason for 
for their existence disappears. Too much 
time is spent in heckling the companies 
for political effect. A considerable part 
of the expense of companies is incurred 
to meet the demands of supervising 
officials for detailed information, the ob- 
ject of which often is to make a political 
issue of rates It would be a good 
thing if an insurance department were 
compelled to certify that its own house 
was clean, that it had discharged its 
main duty in regard to all companies 
under its supervision, before it was al- 
lowed to busy itself with the problems 
that belong to the management of the 
companies 

An insurance department that cannot 
tell when a concern is insolvent has 
interfering 
with rates orecommissions. The appall 
ASssocIATED Em- 


very poor credentials for 
ing condition of the 
PLOYERS RECIPROCAL is an indictment of 
the 22 
vouched for its solvency. The outfit 


insurance departments that 
was licensed in 22 states, every one of 
which had undertaken to protect the 
public against unsound insurance com- 
panies. The condition of the reciprocal 
was not discovered suddenly It has 
been a subject for doubt for at least two 
or three years, yet no department took 
effective action until the liabilities 
reached three times the admitted assets 
and nearly two and one-half times the 


clain ed assets 


In all this time the departments con- 
cerned have been active in regulating 
minutely the affairs of companies ot 
unquestioned solvency. Expenses, rates 
and commissions have been put under 
the micrometer to see how the com- 
panies were dealing with the public. 
Even payments of losses were criticised 
as excessive, while a concern handling 
millions of the people’s money was un- 
disturbedly getting into a position where 
it could not pay losses at all 

No insurance company can fail badly 
without blame to the responsible insur- 
It is true that weak 
concerns can often be nursed back to 


ance departments. 


soundness, and a wise insurance depart- 
ment knowing conditions, can safely be 
lenient in many cases. It is hardly pos- 
sible, however, that any insurance de- 
partment concerned will confess to long 
knowledge of the conditions disclosed in 
the affairs of the AssociaTteD EMPLOYERS 
ReEcIPROCAL, and ignorance is as much of 
a reproach as inaction with knowledge 

Insurance companies do not seriously 
object to the close scrutiny of their 
affairs by the authorities, except that 
the requirements are often burdensome 
and costly, and sometimes useless or 
political. It is time, however, that the 
departments be reminded of their prin- 
cipal duties. There have been several 
discreditable failures of late years, with 
loss to the public 


a margin of assets above the obligations 


As long as there is 


to the public, leniency is tolerable, but 
departments that are nursing lame ducks 
should look to their primary duties of 
protecting the public. 


Boost for Smaller Communities 


Tue enthusiasm evoked by an attempt 
to break the world’s record for the num- 
ber of applications written in a single 
community where everybody 
is acquainted with his neighbors, as 
sumes the proportions of a world series 
Every boc s “boosting the game.” As 
the agent hurries along from one pros 


pect to the next every man who knows 


hin ignt calls out 

Well, how's it going? How many 
more do you have to go? Hurry up and 
get up to 209—my number! Have you 
seen my brother yet? Be sure to write 
that ker 

Phe attempts to break the world’s 
record for applications in a single mont} 
come ! the smaller communities 
rather than from the large ones. These 
are the communities whicl the life u 


surance agents, due to the lack of contact 


with their fellow underwriters, are ordi 


narily not nearly so competent. The re 
sult is that smaller communities do not 
take advantage of life insurance to the 
extent that they should 

Taken from this standpoint the im 
petus given to the sale of life insurance 
in these communities by actual and 
would-be record breakers has been tre 
mendous. This movement is only being 
initiated at the moment. The end of the 
benefits of intensive work all over the 
country will be of untold value and the 
end is not in sight yet. In fact it is 
impossible to tell how far-reaching the 


many campaigns will be 


Tue psychology of making calls farthest 
from the office first, is hard to fathom, 
unless the agent figures that it is an easy 
way of encouraging procrastination anG 


excusing oneself 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 




















Col. Sidney M. Hedges, until 1913 gen- 
eral agent in Boston for the Mutual 
3enefit Life for Maine, New Hamp- 
shire and Massachusetts, which posi- 
tion he had held for some 40 years, died 
at his home in Cambridge recently, 
aged 80 years. His death was unex- 
pected, as he had been in compara- 
tively good health and about. 

Col. Hedges was born in St. Louis, 
Mo., Sept. 27, 1844, and was educated in 
the public schools of Cincinnati. He 
was interested in railroading in Chi- 
cago until May, 1869, when he went 
east. His first insurance experience was 
as clerk in the actuarial department of 
the Connecticut Mutual at the home of- 
fice in Hartford, after which he went 
into the field for the same company. 
About 1879 he went with the Mutual 
3enefit Life and at first was a general 
agent by himself in the Boston field 
Then the partnership of Hedges & 
Hodges was formed, which existed for 
some 25 years, unti] Mr. Hodges’ death 
in 1904. Mr. Hedges then conducted 
the general agency by himself until 
1913, when he retired. In 1892-93 he 
was president of the Boston Life Un- 
derwriters’ Association. 

He became a member of the Ancient 
& Honorable Artillery Company in 1882 
and was eventually made its commander. 
In this latter capacity he was received 
by King Edward of England in 1906 
and in 1922 he was given a dinner by 
the Ancient & Honorable Artillery 
Company of London in London. 


G. P. Putnam & Sons, West 45th 
street, New York City, the well known 
publisher, brought out a new book by 
Miles Menander Dawson entitled “The 
Ethics of Socrates.” Mr. Dawson is 
already the author of “The Ethics of 
Confucius.” He is making a particular 
study of the old time philosophers and 
teachers. The book is a compilation 
of the teachings of the father of Greek 
and Roman philosophy. Mr. Dawson is 
one of the well known actuaries of the 
country. He is a man of erudition and 
large My rience. The price of the book 
is $3.15 by mail. 


A. L. Dern, superintendent of agen- 
cies of the Lincoln National Life, was 
heartily received when he delivered an 
address on “Life Insurance in the Field 
of Credit” before the Indiana Associa- 
tion of Credit Men at Evansville, Ind. 

The fact that business credit is de- 
pendent upon capital and brains, both of 
which may be strengthened by life in- 
surance, was the basis for the reasoning 
by Mr. Dern. He gave a number of 
specific cases and quoted from some of 
the strong figures in the field of finance 
on the service of life insurance in bol- 
stering up credit. 

Aided by charts, Mr. Dern explained 
the use of each of the common forms 
of insurance in their relation to credit, 
and he conducted an open forum for 
several minutes after his speech, answer- 
ing questions on the phases of business 
insurance as they relate to credit. 


George C. Foster, K. C., of Montreal, 
Can., for many years the legal agent 
and lawver for the Travelers companies 
in Canada, has been elected a director 
of the Travelers to serve the unexpired 
term of James G. Batterson, who died 
in January, 1923. Mr. Foster is life 
senator in the Dominion Parliament, 
a graduate of McGill university, and ts 
prominent in many of the industrial ac- 
tivities of Canada He was created 
kings counsel in 1896, and was sum- 
moned to the senate pf Canada in July, 
1917 


Gratifying results are crowning the 
October business drive of the Lincoln 
National Life, which designated the 
period as Shepard month in honor of 
Vice-President and Manager of Agen- 
cies Walter T. Shepard. As the 


month draws to a close it appears that 
the October record will run about $500,- 
000 ahead of the spirited October cam- 
paign of a year ago. 

Jerome Clark, assistant agency secre- 
tary, and Howard Cox, assistant secre- 
tary, both of the Union Central, have 
left for an eastern trip. Together with 
Charles Hommeyer, agency secretary 
whom they will join in the east are 
gcing to visit the company’s offices and 
will hold agency meetings in Boston 
Providence, Portland, and other import 
ant New England cities. This trip will 
last for two weeks. 

On the completion of this work, Mr. 
Hommeyer will leave the party and will 
take a vacation. He expects to spend a 
lerge portion of it visiting with his son 
who is at Dartmouth. He hopes to take 
in a number of the football games and 
to become an ardent Dartmouth rooter 
before his vacation is over. 

R. A. Brown of the John Newton 
Russell agency of the Pacific Mutual 
Life at Los Angeles has announced to 
the world that he is out after a new 
record of monthly production. Urged 
on by the many reports from the east 
and the south of new achievements in 
this connection, “Bobby” Brown has 
determined to take the championship 
record to the west coast. His friends 
are pointing out, however, that he will 
have to “step lively” as the world’s 
record has already been broken once 
since he opened his campaign. When 
Mr. Brown launched his championship 
campaign, the world’s record was set 
at 251 applications, the achievement of 
E. M. LaPlant of Sturgeon Bay, Wis. 
Within two weeks, a southern gentle- 
man equaled this record and an east- 
erner, C. H. Smith of Cattaraugus, 
N. Y., set a new high mark at 262 

Lawson Carter Younger, district agent 
at Richmond for the Provident Mutual 
Life, died last week, aged 72. He es- 
tablished the Richmond agency 11 years 
ago and met with much success. James 
K. Dunlop, his son-in-law, who was 
associated with him the greater part of 
that period, is now a member of the 
general agency firm of Dunlop & Myers, 
representing the Aetna Life at Rich- 
mond, 

Frederick W. Dalton, president of the 
Northern States Life of Minneapolis, 
died last Friday, after an illness of three 
months, at the age of 52. Mr. Dalton 
was formerly head of the F. Dalton 
agency of Minneapolis, and organized 
the life insurance company in 1918. He 
is survived by his wife, his mother, Mrs. 


I. N. Dalton, five sisters and two 
brothers. 


Massey Wilson, chairman of the board 
of the International Life of St. Louis. 
has just returned from a three months’ 
tour of Europe. He was accompanied 
by his wife in the trip across the seas 
He reports having had a wonderful va- 
cation and appears in excellent health 


Oak E. Davis, general agent at Lin 
coln of the Security Mutual Life, has 
heen elected president of the Nebraska 
State Baptist Association Mr Davis 
is one of the executive officers of the 
First Baptist Church of Lincoln, and 
has been prominent in denominational 
business and spiritual affairs for a 
number of years. 

The Louisville agency of the Mutual 
of New York tendered a banquet to 
A. P. Ballou, manager, last week it 
honor of his 10th anniversary as man 
ager of the Edear Whitehouse 
district manager at Lexington, presented 
to him a handsome traveling bag and 
accessories as a token of the high esteen 
in which he is held by the entire agency) 
force, Addresses were made by a num 


agency 
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ber of the district managers who were 
present. 

Frederick W. Dalton, organizer and 
president of the Northern States Life 


ot Minneapolis, died Oct. 24 at the 


Northwestern Hospital at Frinceton, 


Minn., following an illness of three 
months. The remains were taken to 
Minneapolis, and the funeral conducted 
Oct. 27 under Masonic auspices Mr 


Dalton was recognized as an unusually 


le executive, conservatively but very 


successtully advancing the interests of 
company since its inception He 
porn at Glenwood, la., in 1872 and 


to Minneapolis 12 vears ago, first 
organizing a general agency tor a lite 
‘ pany, and in 1918, promoting the 
Northern States Life 


John W. Clegg, president ot the Na- 

nal Association of Life Underwriters, 
returned Monday iron Atlanta, Ga., 
where he addressed the Penn Mutual 
regional convention. He declared this 

eek that much traveling and speech- 
making had been a drain on his system 
and that he would go slow in accepting 
future engagements. For one thing, he 
cancelled tentative arrangements to ad- 
dress the Dayton Cincinnati Association 
meetings in Ohio to be held respectively 
Nov. 7 and 8, and discouraged the sug- 
gestion that he might make a swing 
around the country for the various sales 
congresses. He has been invited to ad- 
dress a meeting of the New Haven, 
Conn., Association Nov. 12, and a meet- 
ing of the Chicago Association Nov. 7, 
but it is unlikely he will accept either 
of the two invitations 

Mr. Clegg said the national executive 
committee was stil] considering a suit- 
able man for the position of assistant 
to the president, but that no decision 
was vet in sight He intimated, | 


now 
ever, that W. A. Searle, of Haddon- 
field, N. J., was unacceptable to his 


colleagues for the reason that he was 
not a life insurance man 


E. Paul Huttinger, Penn Mutual Life 
home office tax expert, is a busy man 
Last Saturday he spoke at Atlanta, Ga.. 
at the company’s regional convention 
Next week he will speak on “Inheritance 
Taxes” before the local associations ot 
Detroit, Mondav; Toledo, O., Tuesday: 
Indianapolis, Wednesday, and Chicago, 
Friday. Last Chursday he addressed a 
luncheon of the Atlanta Association, 
together with Stewart Anderson and 
John W. Clegg, national president, both 
of the Penn Mutual home office 


Harry Walter Hutchins, general agent 
in Cincinnati for the National of Ver- 
mont, has for a great many years been 
very active in Y. M. ¢ \. work. He 
was recently re-elected to the \ M 
( A. Ohio state committee and was 
also reelected secretary of the associa- 
tion for the metropolitan district ot Cin 
cinnati This is the twelfth successive 
time that Mr Hutchins has been 
honored by election to the latter office 


Max A. Fischer, one of the leading 
producers ot the Charles | Edwards 
agencies of the Equitable Life of New 
York, died suddenly while transacting 
business in an office in Brooklyn He 
was leaning over to pick up a paper 

] his death occurred Mr. Fischer 
Vi a member of the Half Muilhon 
Lorps 

A. L. Whitmer, chairman of the board 
of directors and principal executive ot 
cer of the Chicago National Life, is 


one of his company’s largest producers 
w business. Recently he secured 
lications for more than $500,000 on 
lives of three members o i large 
( wo corporation. Even these large 
ies did not tax the capacity ot the 
company for reinsurance, as the whok 
nt desired was ¢ silv secures 
Lorain L. Ferrar, head of the w en's 
rtment of the Wisconsin agency 
Mutu il Life i New \ k, was tl 








ThePan-American Lifelnsurance Company 


Wants Four General Agents in Ohio 


Offices will be opened in Cleveland, Cincinnati, Col- 
umbus and Dayton. 


The men who secure these positions must be good 
personal producers and must know how to organize 
and manage an agéncy. They will be given valuable 
General Agency contracts with liberal financial sup- 
port. 


Pan-American service includes: 


Unexcelled Low-Cost Life Policies 
Substandard Policies for Under-Average, Lives 
Child’s Educational Endowment 

Group Insurance 

All Forms of Accident and Health Insurance 


Address 


E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 


Capital, $1,000,000 Total Resources, $14,000,000 


Insurance in Force, $125,000,000 
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principal speaker at a meeting of the 
Wisconsin Women’s Club at Milwaukee. 
Miss Ferrar discussed at length the busi- 
ness possibilities which life insurance 
field offers to women at the present time. 
[he agency has recently commenced a 
school of insurance instruction under 
direction of Miss Ferrar, intended solely 
for women who wish to enter the busi- 





ness world and who are considering in- 
surance work. 


Pickens Harper, vice-president of the 
Continental Lite of St. Louis, is visit- 
ing the company’s agencies in Tennessee, 
North and South Carolina. He expects 
to be away from St. Louis for several 
weeks. 
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MISS LOOMIS’ NEW POSITION 





Well Known Penn Mutual Woman in 
Boston Goes with the John 
Hancock Mutual 





Miss Corinne V. Loomis has been 


| Agency of the John Hancock Mutual 


Life at Boston. Miss Loomis has for 
some years held a similar position in 
Boston with the Penn Mutual Life, and 
has made a notable record with that 
company. During the past year or two 


| the Paul Clark Agency has developed 


a corps of successful women agents, to 


is able to give from her wide experi- 
ence. 


International Life Promotions 


The International Life of St. Louis 
has promoted Guy A. Collard to in- 
spector of agencies of the Rocky Moun- 
tain division. Mr. Collard was formerly 
with the Equitable Life of New York. 
J. B. Wood has been made inspector of 
agencies for the central division. At 
one time he conducted a general agency 
for the National Life U. S. A. in 
Georgia, and was later regional sales 
manager of the Bankers Life of Iowa 
for division No. 1. Both men will give 
their main efforts toward organization 
and seeing that the field men obtain nec- 
essary instruction and service to make 
their connections successful. 





Bankers Reserve Appointments 
T. J. Kennedy, who formerly repre- 











appointed manager of the women’s de- | whose efforts in the future Miss Loomis | sented the Bankers Reserve Life of 
partment of the Paul Clark General | as manager, will add the assistance she Omaha as general agent in central | 
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50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 


Once a Policy- 
holder—Always 
a Prospect. 
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MINNESOTA 


Just Opened by 


ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 


ROCKFORD, ILLINOIS 

















| Nebraska, has been made general agent 
|for the Walla Walla district in Wash- 
| ington. 

| Russell Holder, Detroit, Mich., has 
|} been appointed general agent of the 
| Bankers’ Reserve Life. 


B. T. Head, Sr. 


A short time ago the Farmers’ Na- 
| tional Life of Chicago was licensed to 
| do business in Oklahoma. H. J. Smith, 

a director of the company and one of 
| its most successful general agents, un- 
| dertook the work of organizing the busi- 
| ness in that state. He has been fortu- 
| nate in interesting B. T. Head, Sr., of 
Oklahoma City, who has taken a con- 
tract as general agent with headquar- 
ters in that place. 

Mr. Head has been associated most of 
his life with the banking business and 
more recently has been exceedingly suc- 
cessful in organizing new banks. He 
has, however, at various times, been 
actively interested in the life insurance 
| business. 





Spratt & Clausen 


The Indianapolis Life has been li- 
| censed in Iowa and has appointed as 
its general agent the newly organized 
Spratt & Clausen agency at Des 
Moines. Both Mr. Spratt and Mr. 
| Clausen are life underwriters of many 
years’ experience and will at once un- 
dertake the organization of the entire 
| State. 





M. C. Gray 


The National Life of Toronto, which 
recently entered Michigan, has opened 
|an office in 535 Dime Bank building 
in Detroit. M. C. Gray, who has had 
a wide field experience, has been ap- 
pointed district manager at Detroit. He 
has already secured a very considerable 
volume of busiriess. 


John E. Frost 


| John E. Frost, field supervisor of the 
| John Hancock Mutual, has been ap- 
pointed superintendent of the northern 
portion of New Hampshire and Ver- 
mont, with headquarters at Concord, 
| N. H., the southern portion of Vermont 
having been added to the territory of 
Superintendent D. J. MacQuarre of 
Manchester. 

Mr. Frost has completed 22 years in 
| the company’s employ, 16 of which have 
| been spent as a valued member of the 
agency department. He is a native of 
New Hampshire. 


George L. Maltby 

George L. Maltby of Oklahoma City 
lis the new state manager for the 
| Equitable Life of Iowa in Kansas. The 
company has just announced the ap- 
pointment of Mr. Maltby to succeed C, 
L. Kendall, who has been state man- 
ager for several years. It is expected 
that Mr. Kendall will remain as an 
active independent agent for the com- 
| pany. Mr. Maltby formerly lived in 
| Kansas City, Kan., and has had a wide 
insurance experience. For the last ten 
| years he has been with the Metropolitan 
Life, much of the time in charge of the 
office at Oklahoma City. 





Ohio State Life Appointments 

The Ohio State Life announced this 
week that James L. Wikoff had been 
appointed manager for the company in 
the eastern central Indiana territory. He 
will have offices in Indianapolis. Other 
appointments made by the Ohio State 
Life include: Wells & Cornette, general 
Cuth- 


agents, Greenville, Ky.; Samuel 
bert, district agent, Sault Ste. Marie, 
Mich.: L. D. Lane, general agent, 


Brownwood, Texas. 


J. W. Fowler 


J. W. Fowler has been appointed gen- 


eral agent for the Lincoln Life at San 
Francisco by State Manager H. G. 
Everett. 


Talmage Smith 
Talmage Smith, until recently district 
manager of the Mutual Life of New 
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York at Lincoln, Neb., has been ap- 
pointed general agent of the Penn Mu- 
tual Life at Grand Island, Neb. 

Mr. Smith’s appointment establishes 
a new general agency office for the 
Penn Mutual, covering the central por- 
tion of the state of Nebraska, which 
hitherto the company had left un- 
touched, except for incidental business 
obtained by agents of Gould & Sturges 
at Omaha or C. R. Easterly at Lincoln. 


R. D. Buchanan 


who has been 
Laboratories in 


with 
Chi- 


R. D. Buchanan, 
the Underwriters 





THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Nen-Participating Policies On! 
Over 70 Years of Service to 
Policyholders 
Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 











in Enid,Oklahoma 


—and assist you to build up our 
general agency in this thriving city 
of Oklahoma. 
Back of you also, will be the 
strength of our company—one of 
the most prosperous in the West, 
whose assets, in proportion to lia- 
bilities, are greater than those of 
any other large company in the 
same field, and whose insurance in 
force is in excess of $125,000,000. 
Consider these facts of record, and 
the possibilities of immense future 
achievement. Can you qualify for 
a part in it all? You must be a man 
of great personal production, of 
financial responsibility, of high so- 
cial standing, and capable of earn- 
ing at least $10,000 per year. 
If you merit this position, 
a contract direct with the home office, to 
anne a liberal first year commission, a 
*newal commission, a collection fee, an 


office allowance and a business-development 
allowance. 

Write us fully about yourself, now. Ad- 
dress K-49, c/o the National Underwriter. 
NOTE: We also have ar unusually at- 
tractive, special contract for good salesman 
whose experience is limited 


we will give you 








HOME LIFE INSURANCE CO 
New York 
ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 





piste emmeetinnaone 7,686,855 
to Policyholders 
Beneficiaries in 
Death Claims, Endowments, 
EUCERORER, GOR cccccccccces 
Increase in Assets........... 
Actual Mortality 56% of the 
amount expected 
Insurance in Force 
Admitted Assets 


FOR AGENCY APPLY TO 
W. A. KR. BRUEHUL & SONS 


5,871,564 
2,401,587 





Northern Kentucky 
Rooms ee ee Fourth Nat, 


Iding 
CINCINNATI, OHIO 
HOYT W. GALE 


Bank 





General Manager for Northern Obte 
229-233 Leader-News Building 
CLEVELAND, OHIO 








cago for two years, has gone with Falty- 
sek & Lininger of Chicago, general 
agents of the Equitable Life of lowa. 
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CLEVELAND COMPILES DATA 


Association Gathering Information As 
To Life Insurance Funds In- 
vested There 


The Cleveland Association of Life 
Underwriters has sent out a question- 
naire to the agency heads of all life 
companies operating in Cuyahoga 
county, seeking to ascertain facts regard 
ing the amount of life insurance funds 
invested in greater Cleveland. It was 
thought that the public would be sur- 
prised at the extent to which life insur- 
ance companies have contributed to the 
growth and prosperity of the city. 

No reference will be made to the in- 
vestments of any particular company, 
the only purpose being to secure the 
aggregate amount of total investments 
to date and the amount being locally in- 
vested during 1924. 

It was learned from the executive sec 
retary of the association that the com- 
panies are cooperating rapidly in return- 
ing the questionnaire, and it is expected 
that an announcement of interest 
be made before the end oi the year 

Ohio Being Organized 
Agencies W. C. 
Traders Life 
some time in 


can 


Superintendent of 
Lennie of the Farmers & 
of Syracuse is spending 


_INSURANCE EDITION 


Ohio assisting State Agent G. J. 


Little 
in developing the territory. Recent gen- 
eral agency appointments in the state are 
the Miller-Reider agency at Toledo and 
the Willis-Newcomer agency at Lima. 


Western Officials in New York 


R. L. Rutter, president, and True 
Uncapher, first vice-president and gen- 
eral manager of the Western Union Life 
of Spokane, Wash., are in New York 
City, on a tour of inspection. The 
Western Union Life is the only com- 
pany west of the Mississippi which is 
now authorized to do business in New 
Y ork. 


“Out-of-the-Office Club” 

The Coffman agency of the Connecti- 
cut General in Cleveland has founded a 
unique club known as the “O. O. T. O.,” 
the secret significance of which has been 
revealed to be “Out of the Office.” The 
purpose of the club is to foster a spirit 


of friendly rivalry and to emphasize 
where business comes from 
E. V. Wilkinson is president, H. H 


King, vice-president, and F. E. Eldredge 
secretary-treasurer 


Will Ask Beha to Speak 


Superintendent of Insurance James A. 
Beha of New York will be invited to be 
one of the principal speakers for Con 
necticut Insurance Day at Hartford 
Conn., Nov. 12 

The fire, casualty and 
and officials will meet in one group in 
the Travelers assembly hall, and the life 
men in another group in a place not 
yet decided upon 


surety agents 
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PLAN INDIANA INSURANCE DAY 


Working Out Details for Gala Celebra- 
tion to Be Held Jan. 20 in 
Indianapolis 
Meetings of sub-committees of “In 
diana Insurance Day,” to be held in In 
dianapolis, Jan. 20, were held in the 
office of Frank Chandler, chairman o 
the general committee, one after another 


during the most of Monday and Tues 
day of this week. Details are already 
beginning to shape up in a way that in 


dicates the meeting will be of such high 
and merit as to attract nation-wide 
Company interest is already 
indicated by reservations o! 
rooms for home i representatives, 
company having engaged seven 
rooms, including two parlors. Applica 
tions are also being received tor 
in which to put on company exhibits and 
it is expected that makers of fre pre 
vention appliances and accident preven 
tion devices will have exhibits also 


class 
attention, 
activ ely 

office 


one 


space 


Hold Agency Convention 


The 10th annual 
£200,000 Club of the Keene & Hoagland 
—_e agency of the Aetna Life will 
be ld at Peoria, Hl, Oct 30-31. 





meeting of the 


nae the home office representativ 

on the program are K. A. L shee, 
renc retat ' ill speak: on 

agency secretary wno W ea 

‘The Outlook”: Friend L. Wells, assist 

ant superintendent of agencies, who will 


s convention, and 
assistant, whost 
lohn | 


agland are man 


Hot Spring 


discuss the 
r. A. Keith, agency 
subject is “Basic Sales Plan.” 
Keene and W. H. H« 
agers of the agency 


Old Line Wins Nebraska Case 


The Nebraska supreme court holds 
in a decision just entered, that there 
is nothing inherently fraudulent in an 
arrangement between an insurance com 


pany and a bank whereby the latter 
undertakes to purchase premium notes 
and issue certificates of deposit to the 
former for the proceeds. The case came 


from Holt county where the South Fork 
State Bank at Chambers, was to repre 
sent the Old Line of Lincoln im sev 


eral business relations and the company 
was to send a group agents to can- 
ass the neighborhood for policies 


held 


dup the 
} 


In the final win company 


$6,000 certificate of deposit, which it 
sold to the Central National Bank of 
Lincoln The receiver, named after the 


hank tale denied repayment trom the 
guaranty fund, contending that the 
whole transaction partook of the legal 
character ot a loan The lower court 


claim that this 
certificate was a renewal ot 
secured under “a fraudulent 
mium notes 


held with him in his 
particular 
old ones 


agreement to accept pre 


without regard to their value as com 
nercial paper.” The supreme court says 
that alter examining the entire transac- 
tion it can find no fraud 


Provident Life Offers Corn Prize 


At the second Nort! Dakota State 
Corn Show to be held at Fargo, the 
Provident Life will offer a silver loving 
cup to be given to the grower of the 
highest scoring corn im the State It 


must be won twice in succession to be 


retained permanently 





_Agency Rally at Cedar Rapids 
the ( orn Belt 


western 


tty agents Irom 
» of the North 


Life attended a two-day convention a 


Cedar Rapids, la.. over the week end 
to discuss an extensive sales campaign 
|. J. Barron of lowa City, who special 
izes among college students, was re 
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MORE THAN 50% 


of the business written by some o' 
agencies is a direct result of ae Fido ey heed 
service. Our agents interview interest 


ae ay = who have written the eos, 
fice nformation. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 














Stephen M. Babbit 
President 


Hutchinson, Kansas 

















MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 

Then why not take a General 


¢ Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 














SAFETY! 


Not take for granted, | : 
actual usiness-prod ng type 
policy with rock bound safety wh 

surance buye s interes 


is the security of the Na 


bet l every Na 

tional Life agent And, as such, it 
t s him se confidence of 
me t 5 ay ? cies 
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NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 








J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE USE 


Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr., 


Secretary - Treasurer 


J. H. IGLEHART, Medical Director 
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TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 
Over Twelve Million 
Dollars 





For Particulars Write 


The Western National Life 
Insurance Company 


Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 lst, 1923. 
































H. A. HOPF 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 




















| ported to be the largest producer of the 


group this year. W. Rolla Wilson and 
H. G. Hewitt from the home office, the 
former vice-president and superintendent 
of agencies and the latter his assistant, 
were speakers. E. W. DeNio, general 
agent at Cedar Rapids, was chairman 
of the convention. The Corn Belt 
agencies include Algona, Waterloo. 
Sioux City, Mason City, Ames, Des 


| Moines, Clarion and Cedar Rapids. 


Kansas City Athletic Activities 


Insurance companies and large local 
agencies are developing an extensive 
series of sporting events in Kansas City 
This is the second year of a basketball 
league among insurance offices here 
Baseball and tennis were also promoted 
the past summer, with a bowling league 
now in process of formation. The Kan- 
sas City Life team won the pennant in 
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the Insurance Baseball League the past 
summer. The National Fidelity won the 
tennis championship. 

W. E. Bixby, assistant secretary of the 
Kansas City Life, is president of the In- 
surance Basketball League this season 
Following are the offices that have teams 
in the league: Kansas City Life, Busi- 
ness Men's Assurance, National Fidelity 
and Midland Life, joint team, Travelers, 
Aetna Life, R. B. Jones & Sons, T. H 
Mastin and U. S. Epperson. The games 
will be played twice a week, in the gym- 
nasium of the Kansas City Life’s new 
building. 


Extending Its Territory 


The Providers’ Life of Chitago has 
just been admitted to write business in 
Missouri. This company is now oper- 
ating in the states of Ohio, Illinois and 


Michigan. 
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DEFINES SELF-DESTRUCTION 


North Carolina Supreme Court Holds 
That Company Must Prove In- 
tent to Commit Suicide 

rhe Supreme Court of North Caro- 
lina has handed down a decision holding 
that the term “self destruction” in an 
insurance policy means suicide, and that 
the burden is upon the insurance com- 


pany to prove that the holder of such 
a policy who killed himself intended to 
do so. In the case ot Parker versus 
New York Life, the following clause was 
involved: “In the event of self destruc- 
tion during the first two insurance years 
of the insured, sane or insane, the in- 
surance under this policy shall be a sum 
equal tc the premiums thereon which 
have been paid to and received by the 
company.” 

It was held by the insurance company 
that no insane man can commit suicide, 
and that consequently the wording of 
the policy necessarily eliminated intent. 
Judge Frank A. Daniels, however, re- 
fused to submit an issue based on self 
destruction, but propounded instead the 
issue of whether the insured died of his 
own hand, or acted with intent to com- 
mit suicide. The court upheld this issue 
and claimed that the desire for life is 
so great in all mankind that there is 
no presumption that a man commits 
suicide. 


Texas School Case to Attorney General 

There was presented last week to the 
attorney general of Texas the question 
of whether a school board of Texas has 
legal authority to use school funds in 
payment of premiums on group life in- 
surance policies issued to teachers in the 
employ of the public schools. This is 
a new question in Texas and the request 
for a ruling by the attorney general 
came from the school board of the city 
of San Antonio. 

The San Antonio school board re- 
cently made appropriation of approxi- 
mately $15,000 out of the school fund 
for payment of premiums on group in- 
surance for the teachers employed in the 
public schools of that city. Under the 
plan each teacher was to receive a policy 
of $1,000. The contract for the insur- 
ance has already been awarded the 
Alamo Life of San Antonio, contingent 
on a ruling by the attorney general as 
to the legality of such action. 


Pan-American’s Texas Meeting 


Agents of the Pan-American Life 
from all over Texas gathered for a 
convention in San Antonio last week. 
Crawford H. Ellis of New Orleans, 
president of the company; Dr. E. G. 
Simmons, vice president and general 
manager: J. E. Woodward, secretary; 
Dr. Marion Souchon, medical director; 
C. D. Corey, agency superintendent, and 
Ted Simmons, assistant agency super- 
intendent, attended the meeting. About 


70 Texas agents were on hand for the 
convention. 

D. E. B. Waggener of San Antonio, 
general agent ot the company, made 
the arrangements for the meeting. 


Nashville School Resumes 


1 ine | ‘ l er r hel ] 
Nashville vil reasse le r the 
term in e auditorium of t Li & 
Casual building Friday night rt 
school unde the dire ( Russe 
S. Ku | school adjourned 
summe ecause of M King’s absen 
which was due to his teac cw 
i New I rk extensiol s¢ ] t 


Banker’s Insurance Protects Business 


Henry E. Graper, chairman of the 


board of directors of the Lexinetor 
City (Tenn.) Citizens Bank, which failed 
immediately after his death sey I 


weeks ago, left life insurance amount 
ing to $250,000. Of this amount $50,000 
was carried to protect indebtedness at 
the bank. The remainder was left to 
his wife and son. 


New Companies in Oklahoma 


The Northwestern Life of Omaha has 
been licensed to operate in Oklahoma, 
with Ben Jones of Carter, general agent. 

Oklahoma City offices have been 
opened at the American National Bank 
building by the Lincoln National Life 
Insurance Company of Fort Wayne, 
Ind., with James B. Rogers, manager. 





PACIFIC COAST 


AGENCY SETTING NEW RECORD 


Home Office Agency of Pacific Mutual 
Life Writing Huge Volume 
in October 


In the “Appreciation Month” contest 
which is being engaged in during Octo- 
ber by the home office agency of the 
Pacific Mutual Life, present indications 
are that all previous records, both for 
volume and number of applications will 
be broken by substantial margins. The 
mark set for accomplishment was 1,000 
applications, and at the end of last week 
over 800 had been written for a volume 
close to $5,000,000. This was about half 
a million ahead of the results obtained 
last year for the same period. Of the 
eight teams into which the agency was 
divided, the Moore team is leading and 
has completed the first lap of 125 miles, 
each application representing a mile on 
the race track. The Dudley team is 
second and the Beckett team third. 
R. A. Brown, who is a member of the 
Moore team, is making a determined 
effort to establish a new world’s record 
for the number of applications with 
examinations and settlements in any one 
calendar month. The agency is hold- 
ing contest luncheons on Tuesday and 
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Toney, recently prometed superintendent 


Thursday each week for the purpose of! | thrown into the river by his assailants proposition. It is probable that the ad 
of the Detroit district, has taken charge 





























aintaining interest and enthusiasm in and drowned a te ditional stock will all be absorbed by ; 
the campaign. At the last meeting Dr “All the evidence is circumstanti present stockholders ef his new duties and taken over a new 
H. A. Berkes of the medical department While learned cou ] n ——- staff. H. H. Haynes of Detroit has been 
the home office delivered a brief claim generally that he ma ! National Life & Accident made a superintendent of the Detroit 
dress on the relation of this depart- into the river and beet accidentally district and is to take charge of a new 
at a lif 5 an A gn 1 ds aie Mie dik ak i A oe wd The National Life & Accident has pr staff H. Pearl has been promoted to 
oat SO ne ee Seer wen Ss Oa ee ee ee ee os ——— moted M. Turchin of the Los Angeles | superintendent in the Chicago Ne. 2 dis- 
t course of procedure that every de- circumstance in the record tending to istrict to a superintendency there. G. R. | trict. 
clined application goes through before prove it 
final action is taken He stated that it No Substantial Evidence of Assault . 
kes less than half a minute to approve s 
case but that it frequently requires “The principal insistence of learne NEWS ABOUT LIFE POLICIES | 
hours of attention of the higher execu maatasagetase , wi “ r ts | 
tives | re a case is finally declined. s 1 er y assaulte \ . . 
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ACCIDENTAL DROWNING CASE possible physically, morally or financially? 


The agent working under the American Central Plan does not have this 


Missouri Supreme Court Held That the : . 
experience because he operates with the Surveyed Prospect Card. 


Evidence Submitted in Tillotson 


Suit Was Insufficient ie , . — ; : 
[his is a part of the Plan. The pre-selection of prospects, the pre-ap 


proach, the canvass, control of the interview, close, the handling of notes, | 
and a definite resale campaign are all parts of this Plan by which successful 
agents are protessionalizing their insurance work and their insurance service 


Evidence of accidental drowning of 
insured held insufficient. In Tillotson vs 
Travelers, supreme court of Missouri 
in banc, 263 S. W., 819, the plaintiff 
brought an action to recover on an ac- 
cident policy for the alleged death ot 
her husband by accidental drowning 
The evidence in supvort of the action 
was, as follows: 

The insured was a man of consider 
able means, and was not involved finan- 
cially to any great extent. His health 
was good, and his family relations were 
pleasant. While on a visit with his wife 
at the home of relatives in St. Joseph, 
Mo., he disappeared. 

Body Was Not Identified 


Any agent who feels that he might be interested in more details concern 
ing the Plan may readily secure them by writing today to 


AMERICAN 


His hat, coat, trousers and a pocket 
book containing no money were there 
after found on the banks of the Missouri 
river. The coat and trousers were torn 
in places. The body of the insured was 











never found, though there was evidence 
from a number of witnesses that a body 
was seen in the river some time there- 


aiter insured disappeared. Though the 
body seen was not identified as that of 
the insured by anyone rhe policy sued 


on was in the sum of $10,000, issued 
April 21, 1919, and the insured dis- 
appeared August 30, 1919 

Verdict Was Reversed 


On this state of facts the plaintiff con 
tended that her husband had lost his 
lite by accidental drowning Plaintiff 
had judgment in the lower court. On 
peal to the higher court in reversing 
is judgment for lack of sufficient 
idence, among other things, said 

lo constitute proof of accidental 
death by drowning, as alleged in the 
petition, there must be substantial 
evidence that Tillotson accidentallv fell 

the water and was drowned, or 
that he was murderously assaulted and 
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Perhaps the most comprehensive field 
development program in existence today. 

One phase is described in this advertise- 
ment. Details of the Plan may be secured 
upon request by any agent interested in 
learning more about it. 
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FAITHFULNESS— 


A prerequisite to all individual and cor- 
porate success—has been cherished by 
this Company and its representatives for 
over three-quarters of a century of 
progress. 


1846 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


Hartford, Conn. 











Attractive Agency Openings in Thirty-Five States 


To Agents who are Master Masons we offer: 
Liberal First Year Commissions— 
Continuous Renewals — Real Home 
Office Cooperation. 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons oniy—at Net Cost 


Insurance in Force over $160,000,000— 
Assets over $10,000,000. 
ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 





HOMER BUILDING WASHINGTON, D.C. 








policy will not be written at ages above 
40 if the age of maturity is 60, nor at 
ages above 45 if the age of maturity is 
65, nor to mature at ages other than 
60 or 65. 

The amount of endowment, in addi- 
tion to the monthly income of $10 com- 
mencing at maturity, is as follows per 
$100 of annual premium: 


Payable at 
Death or 


Payable at 
Death or 


Age 60 Age 65 
Fe- Fe- 

Age Males males Males males 
Perr $4,215 $4,147 $4.711 $4,652 
a s- 4,085 4,01 4,59 4,531 
, aS 3,961 3,889 4,470 4,408 
ener r 3,833 3,760 4,348 4,285 
rere 3,706 3,631 4,226 4,162 
ee 3,579 3,502 4,105 4,039 
Beeasicece Se 3,374 3,982 3,914 
Es * 3,247 3,860 3.790 
ee 3,200 3,119 3,738 3,667 
Seer 3,074 2,991 3,617 3,545 
sen suee 2,947 2,862 3,497 3,423 
26 . 2,821 2,734 3,376 3,300 
. See 2,695 2,607 3,255 3,178 
BBesccovecs Bee 2,480 3,134 3,055 
Tete 2,445 2,352 3,015 2,934 
ie<6scaen ee 2,226 2,895 2,813 
Dh eé 0 «can: ee 2,101 2,775 BS 
32 2,072 1,975 2,657 
are 1,949 1,850 2,538 

hi *sat~enn 1,827 1,727 2,420 
ee 1,706 1,604 2,303 

—— oa 1,584 1,481 2,186 
Pe 1,464 1,358 2,071 
are 1,344 1,237 1,956 
ae 1,225 1,117 1,841 
GPisccoens 1,107 996 1,727 

— Ee - 1,614 

Gs ce ceeves 1,500 
SBrccvcees 1,388 

, CREPE 1,276 

| Se 1,166 


In addition there is provision for an 
increase in the monthly income, instead 
of cash payment at maturity, if the 
policyholder elect, the amount of such 
increase, above the $10 per $100 pre- 
mium, being as follows per $1,000 of en- 
dowment: Male at age 60, $7.60; female 
at age 60, $6.92; male at age 65, $8.83; 
and female at age 65, $7.90. 





Union Central Life 

The Union Central Life is making a 
readjustment in its dividend schedule, to 
bring the returns on old policies on the 
same basis as those issued in 1924 In 
April of this year, the company adopted 
a basis of dividends to policyholders 
payable in 1925 on basis of 1924, The 
basis for dividends payable in 1925 for 
issues prior to 1924 were adopted Oct. 15 
On the schedule for 1924 issues were 
adopted for the purpose of retracting as 
nearly as possible the present experi- 
ence and it was not practicable to make 
this basis retroactive to old issues, 





GIVE FIFTEEN YEAR DIVIDENDS 





| John Hancock Shows Application of 


Surplus Distributions to Issues 
Since 1908 





The surplus distributions of the John 
Hancock Mutual Life over a period of 
15 years, under the new schedule just 
announced for 1925, is shown by the 
table of surplus distributions applicable 
to policies issued since Jan. 1, 1908. 
The first year dividend of all the prin- 
cipal policy forms were given last week 
and the 15 year distribution for the three 
principal forms are now given at five 
year intervals as follows, per $1,000: 


Ordinary Life 





Age 
at Ist 2nd 3rd 5th 10th 15th 
Issue Dis. Dis. Dis. Dis. Dis. Dis 
3 3 $ $ $ z 
3.37 3.42 3.48 3.60 3.94 4.35 
ia bed 3.51 3.58 3.65 3.80 4.21 4.71 
a 3.69 3.77 3.86 4.04 4.56 5.16 
ee 3.92 4.03 4.13 4.36 4.99 5.73 
ee 4.23 4.35 4.49 4.77 5.54 6.43 
Peinens 4.63 4.79 4.95 5.30 6.25 7.31 
es 5.17 5.37 5.57 6.00 7.15 8.37 
Diuscees 5.90 6.15 6.41 6.93 8.28 9.65 
ee 6.93 7.23 7.54 8.16 9.72 11.23 
cnese 8.36 8.72 9.08 9.81 11.56 13.18 
ere 10.36 10.79 11.21 12.03 13.97 15.74 
20-Payment Life 
Age 
at Ist 2nd 3rd «5th 10th 15th 
Issue Dis. Dis. Dis. Dis. Dis. Dis 
3 3 $ 
Pc aia 4.15 4.28 4.42 
atdes 4.31 4.46 4.61 
ie nees 4.51 4.68 4.85 
a 4.76 4.95 5.14 
eer 5.06 5.27 5.49 
ro 5.44 5.68 5.93 
7 5.92 6.20 6.48 
he chee 6.55 6.87 7.19 
55. 7.44 7.79 8.15 ‘ 
=e 8.70 9.09 9.49 1 ’ AS 
65..... 10.52 10.96 11.40 12.27 14.36 16.50 
20-Year Endowment 
Age 
at Ist 2nd 3rd 5th 10th 15th 
Issue Dis. Dis. Dis. Dis. Dis. Dis 
z 3 $ 3 
a 6.31 6.67 7.04 7.83 10.12 12.95 
er 6.33 6.69 7.06 7.85 10.14 12.96 
ae 6.36 6.71 7.09 7.88 10.17 12.98 
ee 6.40 6.76 7.13 7.92 10.21 13.02 
5 6.47 6.83 7.20 7.99 10.28 13.08 
Oe 6.59 6.95 7.32 8.12 10.41 13.19 
Piesees 6.80 7.17 7.55 8.36 10.64 13.38 
0 7.18 7.56 7.95 8.77 11.03 13.72 
eS 7.83 8.22 63 9.46 11.71 14.31 


Lincoln National Life 
The Lincoln National Life has received 
the approval for its new juvenile policies 
from the insurance departments of all 
states in which it operates with the ex- 





JOHN W. DRAGOO, Secy. 


Fine agency openings in Indiana and Ohio 


WESTERN RESERVE LIFE INSURANCE COMPANY 


HOME OFFICE WESTERN RESERVE LIFE BUILDING 
MUNCIE, INDIANA 


WESTERN RESERVE LIFE INSURANCE COMPANY, MUNCIE, INDIANA, insures 


the whole family from one year to sixty years of age. 
COMPANY noted for its prompt payments of claims and service rendered to policy holders. 


— WRITE TODAY — 


An OLD LINE LEGAL RESERVE 


A young company with great opportunities 


J. H. LEFFLER, Pres, 








New Policy 


Waiver of Premium 
Broader Double Indemnity Clause 


Loans at end of Second Year 





Disability Benefits of $15.00 per $1,000.00 Mfiushulllin 


INSURANCE CO. 


66 BROADWAY 


ORGANIZED 1850 


NEW YORK 
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LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


ee 


We may have just what you are looking 
for. Why not get in touch with us? 

















CENTRAL STATES LIFE 


INSURANCE COMPANY 
SAINT LOUIS 














All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 

Prompt Service 





Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
Califernia " - Mf 














\o Nati, 
a zg cn 
Insurance Compary 


Geasras® 
A Wall of Protection 


What we desire our agents to see, the vision we want them to get, 
is that when they place a policy they are building a wall of pro- 
tection about some home in their community. We want them to 
realize that it rests with them to make this wall just as high and 
as strong as it is possible for their earnest convictions to make it. 
A “Wall of Protection” built of Ohio National policies, which in- 
cludes Disability (2 forms), Double Indemnity, Non-Cancellable, 
Accident and Health, three forms of Juvenile Half Rate, Whole 
Life and Monthly Premium Policies, we believe is a wall that will 
firmly meet the assault of the enemy. 


We have several good opportunities for General Agents and District 
Agents in:— 


Ohio—Pennsylvania—M ichigan—Iowa—Nebraska—West 
Virginia—Texas—Tennessee—Kentucky—Arkansas and 
New Jersey. 


for men who can prove their ability. 


For information write (in confidence if you desire) 


The Ohio National Life 


Insurance Company 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 
























Why Young Men Should 


Become Life Insurance Agents 


Seven Reasons for Life Insurance Career 


Lire INSURANCE is founded on the 
highest ideals. 


It is capable of yielding a good income and 
the satisfaction of accomplishment. 

It offers opportunities for real leadership. 
It brings the insurance producer in close 
association with big business and big busi- 
ness men. 

It requires education in business methods, 
law and finance. 

It is a field for workers, not shirkers. 


It is an alluring and practical calling for 
men of dynamic energy. 








Lire INSURANCE COMPANY 


oF BOSTON. MASSACHUSETTS 











Over Sixty years in business. Now insuring nearly Two Billion 
dollars in policies on 3,500,000 lives. 
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ception of Colorado, Nebraska, New Jer- 
sey and North Carolina. In these states 
there is a law or ruling limiting the 
amount of insurance which may be writ- 
ten on children to a figure which is be- 
low the limit of the Lincoln National's 
policy. The company will issue these 
policies for a minimum of $500 and will 
issue additional insurance up to $3,000 
on the original beneficiary based on the 
examination made in connection with the 
juvenile policy regardless of the amount 
of other insurance on original benefic- 
lary’s life. The premium rates for pre- 


liminary insurance in eonnection with 
the juvenile policies not including the 
payor insurance provision, are as fol- 
lows: 


Federal Union Life 


The Federal Union Life announces that 
it is extending the privilege of non- 
medical life insurance to certain classes 
of applications. The company recently 
announced that it would accept teachers 
who applied for not more than $1,000 on 


the 10, 15 or 20-year endowment plan 
without medical examination. The man- 
agers and superintendents have now 
been notified they will be permitted to 
complete inspection reports on new and 
revival applications which, at the time 
of submission or within three months 


thereafter, involve policies on which the 
insurance benefit, together with that in 
other policies in force or being applied 
for in the company, is less than $100. 
The privilege will also apply to revival 


applications regardless of amounts, if 


the policies for revival contain a net 
period of extended insurance of at least 
five years. 
Connecticut Mutual Life 
The Connecticut Mutual Life has in- 
creased its policy limits and will now 


| write up to $200,000, from ages 25 to 50, 


|} on 


. . . ‘ 
| Vious ruling of accepting ‘the 


| be issued 


life and endowment policies, com- 
pared with the previous limit of $150,000. 
The company has also announced that it 
will, in the future, accept applications 
from sub-standard risks which have been 
originated by agents of other companies 
or brokers, after provision has been 
made for careful physical examination. 
The company emphasizes the fact that 
it is not seeking sub-standard business 
as such, but’ is extending this privilege 
to the other agents and brokers from 
whom substantial lines of standard in- 
surance are received Under the pre- 
business 


only from the company’s own agents, 
this has worked a hardship in certain 
cases, 
Eureka-Maryland Assurance 

The Eureka-Maryland Assurance an- 
nounces a new educational policy to be 
issued upon the lives of children from 
ages 0 to 13 years inclusive, maturing 


its face amount at age 18. It will 
in units of $800 each, payable 
at maturity in four equal annual install- 
ments of $200 each, but settlement can 


for 


be made in a lump sum if desired. If at 
maturity it is not intended that the 
child continue his study, the company 
will issue upon the life of the child, if 
insurable, a fully paid up policy in the 
amount of $2,700 for each unit covered 
under the policy. Applications will be 
considered for one unit and for as many 
additional units as desired without 
medical examination in any form. 
Should the child die during the endow- 
ment period, the company will return all 
the premiums paid on the policy up to 
the time of death, excluding the first 
and in addition will pay under the first 
unit a liberal death benefit depending 
upon the age at death, and graded to 
$800 at age 18. Non-forfeiture values 
in the form of loans, cash surrender and 
paid up values are stated in the policy. 
and will become applicable after the 
payment of two years’ premiums The 


premium rates are said to be calculated 
on the lowest possible basis. The com- | 
pany is endeavoring to have the policy 
ready for issue by Nov. 1. 


Occidental of California 


The disability clause of the Occidental | 


Life of Los Angeles has been revised. 
The following has been added: “The 
premium waived by the company in the 


event of such disability shall be the pre- | 
mium, exclusive of any additional acci- 
dent indemnity premium, which the in- 
sured would have been paying under the | 
policy had such disability not occurred.” 
“And any provision for additional acci- 








nothing. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity | 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., II1., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 

















| transfer 


| the 
| promoted to assistant superintendent in 


| Bankers. 


| Jacksonville. 


and deter- 
such disa- 


dent indemnity shall cease 
mine on commencement of 
bility.” . 

The statement, “end of such disability 
shall be the time of recovery or death of 
the insured,” has been replaced by: “At 
such commencement the policy must 
have been in full force and effect and 
without default in the payment of any 


} premium.” 


The clause “Due proof of such disa- 
bility must be submitted to the company 
on the company’s forms while the policy 
is in full force and effect and before de- 
fault in payment of premium,” has been 
changed to read “Due proof of such disa- 
bility must be submitted to the company 
on the .company’s forms within six 
months from the commencement of per- 


| manent total disability as above defined.” 





La Fayette Life 


The LaFayette Life announces that it 
will continue its present dividend sched- 


| ule to cover 1925 payments. 








“WITH INDUSTRIAL MEN 





John Hancock Promotions 


The John Hancock has promoted four 
of its former field representatives to the 
position of home office inspectors. Berke- 
ley W. Mossman goes to his new posi- 
tion from the general transfer agency 
in Boston, after serving as application 
inspector and claim adjuster in Chi- 
cago 1 and Jersey City, application in- 
spector in St. Louis 1 and Detroit, and 
inspector in the greater New 
York transfer agency. Edwin B. Lyman 
goes from the Baltimore agency, where 
he served as agency inspector, assistant 
superintendent and assistant at large. 
Alfred B. Slagle, started as an agent in 
Dayton, O., agency, and was later 


the Indianapolis agency. Thomas Bense 
was an agent in the Jamaica district and 


| was promoted to assistant superintend- 


ent in the Orange district. 


Metropolitan Appointments 

The Metropolitan Life has established 
two new districts in Chicago, the Hard- 
ing square and Aldine square districts. 
The former will be under the manage- 
ment of John Glynn, formerly assistant 
manager in the Groveland district, and 
the Aldine square district will be under 
the management of Rudolph B. Schaffer, 
formerly in charge of accident and health 
insurance. Danville, Ill., has also been 
made a district, with H. J. Whitlaw, as- 


sistant manager at Peoria, placed in 
charge. The new district of Sunbury, 
Pa., has been formed, and Fairmont, a 


| detached point in the Clarksburg, W. Va., 


region, has been made a district, with 


Samuel O. Feaster as manager. 


No Succesor to Goodale Now 


The officers of the American Bankers 
of Chicago will probably not elect a 


| successor to the late Charles A. Goodale, 


vice-president, who died suddenly on the 
golf links in New Orleans at the time 
of the American Life Convention. The 
officers of the American Bankers are 


| about the same as those of the Clover- 


leaf Life & Casualty, as interests of 
the latter company own the American 
Eventually it is proposed to 
have one company, and have the life 
insurance business conducted from Chi- 
cago and the industrial disability from 
Charles Y. Rowe, treas- 
urer, is spending considerable time in 
Chicago, as is R. Y. Rowe, the secre- 
tary. It is not thought that a life in- 
surance man will be secured until after 
the first of the year. 


Sends Out Thanksgiving Message 


_“A Letter From the President” of the 
Northwestern Mutual Life is featured in 
educational matter being sent out from 
various general agencies of the com- 
pany throughout the country. President 
Van Dyke’s message carries a note of 
thankfulness for the blessings which na- 
ture has showered down upon mortals 
and which are apparent more than ever 


jat this time of year and carries out the 


into 


Thanksgiving thought translated 
terms of life insurance very ably. 
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—_—— Register Lite His subject was “Mental | salesman; you must tap the source of 
NEWS OF LOCAL ASSOCIATIONS Atvitude the keenest interest of your prospect, 
* x * touch § the things most vital to him 
North Texas—The first of the fall | * hich are his family, his business and 
— — ——_—_— meetings of the North Texas association a rin gay ster old age—and then create 
. was held at the home office o e | SuMictent desire for service that will 
HAD ENTHUSIASTIC MEETING The same principle should apply to the American Life » Brn dhe in - make certain these three chief obje cts 
man in his relation to his family. Dr. E. G. Simmons, vice-president of the | @ life,” said Charles Sykes of Oklahoma 
‘The present generation should take Pan-American Life was the chief City, in an address before the Okmulgee 
Prof. S. 8. Huebner Addresses Large care of the next generation—that's prog- speaker association 
Gathering of Boston Association on ress: but for the next generation to take E. S. Albritton, president of the asso This was the first meeting planned by 
the Human Factor care of this generation is retrogression, | ciation, said the organization had been the state association, in which the re- 
anes a step backward in civilization,” said Dr. | >Tinsing speakers of repute in the in -. ntly inaugurated speakers bureau 
BOSTON MASS ees ‘ rh Sicesiemen eigen world to notes all the yons nad cao —~ sae oo ers for = 
»U)Y aN, . ct 2 = e : le practice woul re continue 4 sasingg — SESeIO Ove a series oO 
largest gathering in the history of the rhe speaker went even farther and de ready there is talk of election of offi- | ™®eeUnss in various towns and cities 
Boston Association, nearly if not quite clared it was his belief that human cers. The membership is strong for |t*roughout Oklahoma, for which a 
620 people, filled the- auditorium of the values are more important than property | reelection of Mr. Albritton but he has | trained sp. —~ will be provided by the 
new Chamber of Commerce building values, that life insurance is an actual | not indicated whether he will accept the | bureau, Mr Sykes, who is chairman of 
last Thursday to listen to an address | COS¢rvator of property values and the | ace age _ baggy in Geclared the initial meeting 
ipon “The Human Factor in the Rela- | time 1s_not far distant when a business ,. * * “— satisfactory 
tion of Life Insurance to Business” de-  ™4" will carry more life surance than —eeage- = oe a an ¢ xpert Pe ho say = the asso< ye is to give 
Sueced te Meal. & & Gediwer of the | and casualty insurance combined ~ egg Aw om<« ape of the Penn ; ee ee ee = che state an 
A Mutual, will be the principal speaker at | incentive to be a member, said ¢ ( 
Wharton School of Business of the * * * the meeting of the Chicago Association | Day, president At every meeting, on 
University of Pennsylvania. The mem- Davenport, Ia.—At — ae Nov. 7 The annual election of officers | definite constructive idea for selling will 
ers of the New England Women's | Davenport association the program for | Will take place be presented which can be applied prac 
\ssociation were in attendance as guests, | the year was outlined. Edson N. Cole- * * * tically by any member, and om which 
as were a considerable number of promi- ™#". & member of the program com New England Women'’s—Mrs. Grace C. | a . ‘ta mage t th _~ ; 
osut Giantess homies mittee outlined the plan to secure as | Lathrop, former president of the New eit EB ay gene opic at the Okmulges 
. ‘ speakers before the civic clubs men who | England Women's § association enter meeting Was Scientific Salesmanship 
Explaining that there are two eco-| are recognized as outstanding authori- | tained most interestingly the members | #"4 he outlined, step by step the science: 
nomic values, property values and life | ties on such subjects as business insur- | of the organization at its October meet- | ©f Selling life insurance. George Lackey 
values, Mr. Huebner deplored the fact ance, inheritance taxes and income in ing in Boston with the story of her re first vice-president of the National Asso 
that up to this time very little consider- Surance with the object of convincing | cent trip to the Hol) Land. Mrs. Lathrop rena = ral heduled to speak at a sim 
ition has been given to the factor of | the business men of their need for such | Was away some 70 days. traveled 14.000 | ar meeting at Chickasha Noy. 1 
hut life values. although in reality | COVeT?S*:- The purpose is also to have | miles, entered 13 countries where 12] * * 
— ~e ep S 5 S Seaee) this same speaker, at another meeting languages are spoken and as many dif- | 
all our wealth is dependent upon the | give to the life underwriters the sales | ferent currencies in us Ruffalo, N. Y.—-Leslie MeDouall, trust 
human lite He said that “the family | angles of the subject he has spoke \ letter was read from the president | Officer of the Fidelity Union Trust Com 
should be started as a business, man- | upon before the general publi Real | of the Boston association, inviting the | Pany, Newark, N, J., was the speaker at 
aged as a business and liquidated as a | interest has been taken in this particu members of the woman's rganization | the last meeting of the Buffalo Life 
business” lhe marriage certificate is lar program, and money is being sul to participate in the meeting to be ad- | t nderwriters Hie talked on increasing 
a business partnership and a man’s scribed by all of the agencies to give dressed by Pro Ss s Huebner at the nerpee relation between salesmen of 
iamily is his principal business in life publicity in the reading columns of | Boston Chamber of Commerce and the | life insurance and officials of trust com 
-— ‘all | life lefinit lu r the daily papers, and also through dis invitation wa epted with thanks panties rhe two interests, life insur 
na susINess fe denhinite values are lay ads ance and trust companies, he said, have 
given to physical forms of wealth. There The second part of the plan of the ’ it in their power to do together a great 
is no reason why just such definite program committee is that of a school Peoria, Ul. About 150 life insurance deal of good for the public It becomes 
values should not be given to human life. | given for the benefit of the younger | men attended the Peoria association's | More than an opportunity for increased 
Whether in business, or in the family, | life insurance men in the Tri-Cities. The | dinner in the Creve Coeur club last week | bUsiness—it is a real duty to provide 
the human life has its very definite | Program is a series of six meetings, one | at which M. A. Nelson, St. Louig, agency | Where possible, this double protection for 
value which could be appraised and | &@¢h week, to be addressed by Tri-City | manager for the Equitable Life of New | the welfare and happiness of the bene- 
" - ; speakers The first meeting was held | York, was speaker Getting Ahead” | ficiaries of life insurance funds 
given representation im dollars and Oct, 13 at 6 o'clock Guy Doud of the! was his toy Mr. McDouall brought out the meth- 
cents his 1s being more and more Provident Mutual spoke on “Methods of ~~ ods of the blue sky promoters who man- 
recognized in business where partner- Securing Prospects.” The second meet |}age to steal a billion or more dollars 
ship masurance is taking care of the eco- | ing was held Oct. 20. The speaker of Okmulgee, Okla, There are three /|in this country every year through 
nomic value of the life of the kev man the evening was S. B. Sanford of thei steps necessary to make a successful | worthless stock and other financial ven 
— 
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‘an Agency, but: 
Vocal Business 
















































S much a local business 
as the Bank or Drug 
Store. 

You carry your deposits 
locally, our investments are 
made in the communities 
we serve. 

A connection with the 
Farmers and Bankers Life 
means a new business for 
you and your town. 


Write us about our Coe 


operative plan. 


Farmetsand Ba 


Life Insusance Company 


Frank B. Ompany 


41 \ a. 











KE. Lindsley 
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CLEVELAND, OHIO — 
: Fifth City 


In ten years Cleveland has grown from a “big city” to one of 


the great cities of the country. 


\With its great growth, Cleveland has preserved the beauty and 
charm which gave it the title of “The Forest City.” Its devel- 
opment has been wisely planned, and while its splendid harbor, 
and many railroads have poured business into its factories and 
offices, the city has expanded comfortably, its broad avenues and 
fine traction system permitting rapid growth without the usual 


“growing pains.” 


A good man can make good in a big way in Cleveland. The 
Register Life General Agency contract is designed to help 


him do it. 


If you are interested in this opportunity, write us. 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 


DAVENPORT, IOWA 











THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi 
ness It has passed through panics, pestilence and wars un. 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life msurance service. 

Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















CAN YOU QUALIFY 


For a General Agency proposition in Missouri, 
Minnesota or South Dakota, with a Company 
which gives real service to its Agency force, 
and under direct Home Office connection. 


Des Moines Life and Annuity Co. 


“The Company of Co-operation” 
DES MOINES - - + - - IOWA 


























tures that they exploit and showed how 
many of them found their principal prey 
among the beneficiaries of life insurance. 

The Buffalo association is starting 
what promises to be a most successful 
Season under the leadership of Joseph 
F. Nash, the new president. A complete 
program for the year has been planned 
and several important speakers have 
been secured, 

: 2 

Washington, D. C.—Miss Alice Lakey, 
publisher of “Insurance” and insurance 
specialist of the General Federation of 
Women's Clubs, will address the District 
of Columbia association at Washington, 
Oct. 29, on “A Friend in the Home.” 

se 2 

Omaha, Neb.—The Omaha association 
held its monthly meeting Saturday. More 
than usual interest and attendance de- 
veloped. Sam C. Carroll, superintendent 
of claims of the Mutual Benefit Health 
& Accident and formerly claim attorney 
for the Kansas insurance department, 
was the speaker. He spoke of mistaken 
advertising policies of most life insur- 
ance companies and recited many amus- 
ing and successful stunts of high 
pressure salesmen, all of which tended 
to the benefit of the insuring public. 

es @ 

Lansing, Mich.—The first program 
meeting of the Lansing association, held 
Saturday, was addressed by W. B. Lyte 
of Chicago, who told of organization 
work among life underwriters. A num- 
ber of prominent men in the insurance 
world have been invited to address the 
local association during the coming win- 
ter and at least one is said to have 
promised his appearance at a big meet- 
ing to which other business organiza- 
tions are to be invited 


SHOULD LIFE MAN EVER 
ADVISE A SURRENDER? 


(CONTINUED FROM PAGE 3) 


be opposed to the interest of the com- 
pany in keeping him on its books as a 
regular premium payer, the interest of 
the company must give way. In the 
end he believes this ‘will be to the ad- 
vantage of the company, as it adds one 
more to the number of men ready and 
disposed to say a good word for the 
company when his friends are being 
solicited. If he can be sold another 
policy at a lower annual payment than 
the combined premium and interest it 
is a good stroke of business for all con- 
cerned. 
Tries to Keep Policy Alive 


Another general agent who has had 
a similar experience with the home of- 
fices strongly supports the theory that 
the best interest of the insured is always 
the best interest of the company, and he 
refuses to concede that they can be 
really opposed at any period of their re- 
lations. In handling cases like the ones 
under discussion he has sought to de- 
vise means of keeping the old policy 
alive and of making the combined an- 
nual payments on policy and loan les- 
sened by making it as easy as possible 
to reduce the principal of the loan, ac- 
ccpting as low as $5 on account. This 
is his almost invariable rule where the 
insured cannot get new insurance to take 
the place of the old. 

The interest of the assured is best 
served he thinks, by keeping him on the 
bcoks as a paying policyholder. The 
average man is not frugal. as every well 
informed life insurance man _ knows, 
and he is inclined to unwise investments 
if his surplus funds are not being de- 
voted to paying life premiums. Aband- 
oument of a life insurance estate is 
not good business and any advice that 
leads to that cannot be considered in 
the interest of the assured, he added. 
There is a difference in mcn, of course, 
but in about 90 per cent of these con- 
cerned he believes the best interests of 
the insured are subserved by keening 
him covered to the extent of his ability. 


R. M. Redmond 


R. M. Redmond, who has had consid- 
erable experience in life insurance, has 
been appointed state manager of the 
National Life, U. S. A., in New Jersey. 
He makes his headquarters in Newark. 





New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 


AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, Iowa 
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ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephon. State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
® Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
2 South La Salle Street. Chicago 
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RANK J. HAIGHT 
CONSULTING 
ACTUARY 
616-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 

CONSULTING ACTUARY 
948.946 Insurance Exchange Bidg 
Tel. Walnut 3761 DES MOINES, 1A. 








J. McCOMB 
* COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre 

red. The Law of Insurance ® 


bse 
Idg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 
1523 Association Bidg. 19 S. La Salle St 
Telephone State 4992 . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Bullding ST.LOUIS MO. 
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Study of the Methods of Approach and 
Reaction That They Have on Prospect 
During Solicitation for Life Insurance 


By JOSEPH J. DEVNEY, 


ANY a vaudeville act starts slam- 
M bang, the purpose being to “eet 
the audience right from the jump. 
Where goods are sold for a small 
price and must be sold quickly to per- 
mit enough sales to be made to make 
the work profitable, this can be done. 


But not with life insurance. It is too | 
heavy a proposition. However, the ne- 
cessity of “getting” the prospect by cre- 
ating a favorable impression as promptly 
as possible is commonly recognized. To 
do this in an intelligent way, we must 
know and take into account how the 
human mind works in this respect. It 
is this: 


Every approach has a reaction on the 
prospect. It is either favorable, neu- 
tral or unfavorable. 

If you were sitting in your office, and 
a healthy, prosperous-looking stranger 
should come briskly in and tell you he 
wanted a $25,000 policy, the reaction 
would be on you. Needless to say it 
would be favorable—if not fatal 


More Favorable the Reaction 
the Greater Progress Made 


When you approach a prospect, the 
reaction is on him. The stronger and 
more favorable it is, the greater prog- 
ress you make. If your approach is 
such that you not only focus his undi- 
vided attention, but also awaken a keen 
interest at once, you gain a big advan- 
tage at the start. In many cases it 
works just as well to use an approach 
which will produce a neutral reaction 
first, then follow up with one which 
will produce a favorable reaction. 

No approach will have the same reac- 
tion on every man. For this reason a 
salesman should always be prepared 
for the unexpected so he will not be 
nonplussed whatever happens. The 
same approach may have a different ef- 
fect on the same man on different days. 
It depends upon his frame of mind 


Barriers Are Built Which 
Must Be Broken Through 


The question of appreach takes on 
added importance as we study the men- 
tal habits of men. Most men who have 
accumulated much of this world’s goods 
have done because they have been 
discriminating in their investments. As 
many questionable or worthless propo- 
sitions are constantly being promoted, 
a discriminating man gets into the 
habit of looking askance at anyone who 
comes to sell him anything, especially 
if it is —e he is not accustomed 
to use in his own line. Thus he builds 
wie od which the salesman must 
break through to get his favorable con- 
sideration. 

Such being the case the strategical 
approach which takes a man off his 
guard or rather gets past the guard, i 
likely to win a favorable interview in 

e largest number of cases. By recom- 
mending strategy, I do not mean that a 
salesman should resort to subterfuge, 
but that he should take a definite path 


so 


which leads up logically to the thing he 
is selling. 
Some salesmen can “get away with” 





Cleveland 


The rea 
manner in 


things which others cannot. 
son for this being that the 
which anything is said is quite as im- 
portant as the words themselves. There 
fore, each salesman should endeavor 
to use approaches which fit in with his 
own peculiar personality. Here are 
some samples: . 

“Have you any 
This might be a 
with strangers, as some 
consider it impertinent. But it is sate 
with acquaintances as the reaction will 
rarely be negative. It usually will be 
neutral It admits of a good follow- 
up whether the answer be “Yes” or 
“No.” Suppose the prospect answers, 
“Why, ves, I have several good invest 
ments. I have one that is paying me 
15 percent.” 


Plan to Double the 
Assets Invested 


Reply—“You are certainly to be con 
gratulated. Such being the am 
in a position to make you a proposition 
which will make you subject to further 
congratulations. If your 15 percent 
vestment was paying you 11 percent it 
would still be a good one. Suppose 
you could deposit 4 percent ol that 15 
percent where it would immediately 
double the assets you h invested in 
it, would not that be a good thing?” 
“Well, 1 suppose it would.’ 

‘The corporation | represent 
you a $10,000 security upon the 
deposit of 4 percent of its face, 
is $400. If the unexpected happens 
and you should die, it would pay your 
estate $10,000 in cash immediately. If, 
however, you should live (long 
term endowment) it would pay the cash 


good investments?” 
hazardous opening 
of them might 


Case, ] 


ive 


will sell 
al nual 
wh ich 


years 


to you. yourself. To get this security, 
all you have to do is to let 4 percent ol 
that 15 percent (providing you have 
$10,000 invested in it) apply on this s« 
curity annually.” 
Situation of a Man 

Who Has No Investments 

Suppose instead of saying that he has 
good investments, the prospect says he 
has none. This also leaves a good fol- 
low-up. The salesman can come back 
immediately, “Well, every man ought 
to have at least one good investment,” 
and then continue with a talk on some 
particular policy 

When life insurance is mentioned a 
prospect may say, “Oh, well, I have 
life insurance, but I never considered 
that a good investment.” This gives 
an opportunity to show what a wonder- 
ful thing life insurance is and make the 
prospect appreciate it as never before 
Sample Approach for 

The Soliciting Agent 

“Mr. Brown, my name is Jones. I 
represent the Blank Life Insurance 


According to my arithmetic, 
a man ought to have at least $10,000 
life insurance for every $1,000 of in- 
come to capitalize his value as a going 
concern. A $10,000 man should there- 
fore have $100,000. I find that all peo- 
ple do not have the amount they should 


Company. 


have and it is my business to give them 


the opportunity of taking 
his has been used many times with 
Strangers and the writer recalls no in- 
stance where the reaction was negative. 
ro stop after stating one’s name and 
company would ordinarily produce a 
negative reaction, but by “following 


through,” the prospect’s attention is fo- 
cused on the estimate placed on his 
value, rather than upon life insurance. 


“Frankly, 


if your income was $6 a week 


less than it is, could you get along 
without noticeably sacrilicing your stan 
derd of living?” “Well, 1 presume I 
could.” “Such being the case, do you 
realize you can carry $10,000 additional 
life insurance with practically no sacri- 


ce 
Approach Where the Age 
Of the Prospect is Known 


Where a man’s age is known this ap- 


proach can be used: 


“Mr. Blank, the corporation I repre- 
sent believes that you have a good long 
life ahead of you. In fact, it expects 
you to live thirty years yet. You will 
then be sixty-five. Do you know what 
vour income will be at that time?” 
You can search me.” “Statistics show 
that only 14 men out of each 100 at 65 

live on their property income. Now 
of course you want to be one of the 14.” 

“You bet I do 

All right. It ts an old saving that to 
be torewarned is to be forearmed Let 
us look the situation squarely in the 


face You are healthy and prosperous 
right now, but vou undoubtedly realize 
that almost everyone at your age is sellf- 
supporting \ man may be getting 
along all right in the middle of lite, but 
| the odds thereafter are against him, and 
| the older and weaker he grows, the 
stronyct they irc against him. Such 
being the case, is it not an act of pru- 
dence for a man to arm himself against 
old man Percentage?” 





Foundation on Which 
Approach Can Be Laid 


Phis 
reaction, 
presented, 
upon which 


proaches 


discussion of approach and its 
with the illustrations 
serve as a foundation 
Satistactory ap 
will enable any 
discriminating salesman to discern those 
vhich he can use with favorable results 
in the largest number of cases from those 
which produce unfavorable results. And 


together 
should 
to work out 
l x perience 


discretion will prompt him to retain the 


| and 


one and discard the other 

Remember, vou must “get” your man 
or he will “get” you. The quicker and 
stronger you “get” him the better. And | 
once you “get” him, do your level best 
to remain master of the interview to the 


fEnich 


ADVERTISING MEN IN 


ANNUAL CONFERENCE | 


(COSTINUCED FROM PAGE 4) 


the insurance papers might well adopt 

standard page size 

Che companies which had exhibits of 
idvertising material of one kind of 
another at the Insurance Advertising 
Conference meeting were the Ohio 
Farmers, American of Newark, North 
British & Mercantile group, Insurance 
Company of North America, Maryland 
Casualty, Standard Accident, Connecti- 


cut General, Peoria Life, Commercial 


Union, Fidelity & Deposit, Union Cen- 
tral Life, Phoenix Assurance & In- 
demnity, Home of New York, National 
Board of Fire Underwriters, Imperial 
Life of Canada, Equitable Life of New 
York, Western & Southern Life, Boston 
and Old Colony, Travelers, Equitable 
Life of lowa and Phoenix Mutual Life 


Had Sectional Meetings 


Monday 
itseli 
and 
Carriers 
executive 
problems 
There was 
meeting ol 


the convention 
group meetings 
casualty These three 
discussed at length 
sessions the peculiar 
relating to their 
late in the 
Executive 


On 
divided 
life 
classes ol 
into 
advertising 
business 
evening, a 
Lcmmission 

One of the really bright spots in this 
year’s program, and this was also true 
of last vear’s meeting at St. Louis, was 
the question box conducted by Chaun 
cey 5S. S. Miller, of the North British 
group. Members were asked to write 
out questions that they wished to have 
discussed upon blanks furnished for the 

The questions were put into 
basket and Mr. Miller extracted 
them at random. One by one, he read 
them and had them discussed. Getting 
life insurance by mail: changing adver 
tising copy; calendars and blot- 
ters; methods of distributing advertis 
material to advantages of 
printing plants and numerous 
up for consideration 


evening 
into three 


ire, 


also, 


the 


purpose 
a large 


using 
nig ayrents 
company 
other 


topics came 


Buckley in Strong Talk 


At the luncheon 
|. Buckley, president of 
ment & Co. ot Chicago, 
‘Turning cold prospects 
leads.” Mr. Buckley read a 
letters that he had received from lite 
insurance agents in which he was of 
souvenier booklet or memoran- 
He showed that in one case 
he had received the letter from 
different agents ot the same com- 

He pointed out why the letters 
appeal to him, and that in his 
opinion at least 85 percent of the direct 
Ly mail advertising done by life insur- 
agents and companies, represent 
so much money wasted. He paid high 
tribute to the series of letters on group 
insurance used by the travelers, saying 
that these had a real human interest ap- 


luesday, Homer 
Buckley De 
talked on 
into _ live 
number oi 


on 


icred a 
dum pad 
san 
four 
] mY 
made no 


ar.ce 


peal, got the attention and held it, and 

were very promptly read through by a 
majority of those receiving them. 
Says Human Interest Lacking 

Mr. Buckley says that 9/10 of the di 

rect mail copy used by concerns of all 

kinds is lacking in human interest. It 


is without those qualities which make 
the Travelers letter interesting and ap 
pealing, Mr. Buckley said. He contin 
ued his criticism by observing that in- 
surance companies have no hook-up of 
their direct mail campaigns and _ their 
salesmen. The insurance companies, 
Mr. Bucklev stated, seem to be carry 
ing on their direct mail work with 
prospects in a manner that is entirely 
unrelated to the activities of their sales 


men. Because insurance agents do not 
get intelligent mail cooperation from 
their companies, they very frequently 
make only one call. Salesmen in the 
merchandising business call and call 
again, whereas insurance salesmen come 
untrained and unaided by their com- 
panies, quickly drop out, where pros- 
pects show real resistance. 

H. E. Taylor of the American of 








28 THE NATIONAL 


October 30, 1924 














Empire Mutual 


Life Insurance Company 
of the United States 


XS 
\ 
AS 
Xs 
‘ 
‘ 
x 
x 
x 
N 
X 
SN 
X 
X 
XS 
S 
x 
x 
x 
x 
x 
x 
X 
x 
x 


KANSAS CITY, MISSOURI 








THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 


Jig Up-To-Date Policies Liberal Contracts 
lowa, South Dakota, Minnesota, Nebraska 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 











THE PEERLESS LIFE INSURANCE COMPANY 


OF KANSAS CITY, MISSOURI 


WANTS GENERAL AGENTS FOR HANNIBAL, KIRKS- 
VILLE, CHILLICOTHE, ST. JOSEPH AND ROCKPORT 


ACCIDENT HEALTH 





LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


ji teeeal LATEST POLICIES AND AGENCY CONTRACT BA'USU IE 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Cotumbas 








| amount of 


UNDERWRITER 

Newark, presided over one of the after 
noon sessions. A paper “Uncle Sam 
stimulating fire insurance sales” by 
Postmaster O'Callaghan of Nashville, 
| Tenn., was read by R. C. Braun of the 
| Reliance Life of Pittsburgh. John 


Howie Wright, editor of “Postage,” 
gave a talk on “Letters.” Mr. Wright 
said he had been carrying a fairly large 
fire insurance for the past 


| 15 years upon his various properties, but 


during all that time, he has not received 
one letter from any of the companies to 
which he has been paying his premiums 
Mr. Wright criticized severely the fail- 
ure of insurance men to follow up pros- 
pects they have sold, asserting that he 
had to realize and anticipate his own 
insurance needs of every kind, and that 
agents have not called upon him to 
counsel and advise with him. Mr 
Wright said that every successful letter 


| must contain an appeal to three things: 


| year. 


1—profit. 2—usefulness and 3—pride. 


Waste Was Meeting Topic 


Roosevelt Clark of the “America 
Fore” companies presided over the dis- 
cussion on “Waste.” Mr. Clark said 
that the waste in advertising material 
is due to the carelessness of distribution 


ov the part of agents. Mr. Clark said 
that his group of companies spent 
around $170,000 tor calendars the last 


year they used them. Since calendars 
were discontinued, the ccmpanies have 
suffered no loss of business. The con- 
vention closed with a number of four 
minute talks by several who gave their 
inipressions of the convention. A rec- 
ord of everything that was said and that 
happened at the convention will be 
sent to every member in the near fu- 
ture. E. L. Sullivan of the Home of 
New York was in charge of the enter- 
tzinment given at the banquet Tuesday 
evening. Every feature of the program 
was burlesqued in a clever and entertain- 
ing style. 


VIGOROUS PROTEST ON 
HALF-RATE POLICIES 


(CONTINUED FROM PAGE 1) 


any condition such as forecast by the 
New York agents. It is said that even 
the companies admit that there will be 
a heavy lapse on this policy in its fifth 
The policy’s opponents say that 
twisters will go after the business at 
that time, rewrite it at the attained age 
and turn over the cash surrender value 
t» the policy-holder. The Prudential 
pays commission only on the first pre- 


mium, other than the renewal com- 


mission, resulting in a much smaller 
remuneration to the salesman. The 
Aetna, on the other hand, pays the 


regular percentage on the first premium, 
and also on the increased fifth premium 


The total received by the agent is prac- 


tically the same except that he must 
wait five years to get it all. Some see 
an opportunity for general agents to 
make a killing on this feature through 
dealing with brokers 


Ontario Fraternals Readjusted 


Fraternal societies in the province of 
Ontario have now completed their re- 
serve readjustments and are all on the 
basis required by the law enacted in 
1921. FF. Sanderson, consulting actu- 


| ary, in his report on fraternals before 


the annual conference of Canadian in- 








HOME OFFICE 
SPRINGFIELD, ILLINOIS 


A Company of Service 


Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 


H.B. HILL, President N.H. WALT, Vice-Pres. and Agency Director 








MUTUAL LIFE OF ILLINOIS 


An Old Lime Legal Reserve Life Insurance Company 


|| Operates under. the Famous “Registration Act’”’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited. 
JAS. FAIRLIE, Vice-Pres. and Actuary 


Service to the Public 


DR. J.R. NEAL, Sec. 

















surance superintendents in Toronto last 
week, said that the last of the Ontario 


fraternal societies completed its read- 
justment details on Oct. 7. The report 
points out the importance of this 


change, as the legislation sought to wipe 
out actuarial deficiencies of about $27,- 
000,000 in the five Ontario societies and 
this has been accomplished within the 
past year and a half. It is expected that 
the Ontario experience will be taken 
as an example for the other provinces, 
The report also states that there is but 
one line of improvement left in this 
connection, that being the establishment 
of actuarial provisions for sick and fu- 
neral benefit funds. This, however, is a 
difficult matter and one that cannot be 
handled hastily, as many of these small 
societies represent employes in particu- 
lar industrial companies and the task 
will be a tremendous one. 


Kansas City Companies’ Contest 

On business issued and paid for up to 
Sept. 1, the Business Men’s Assurance 
has quite a decided lead in the three- 


cornered contest with the other two 
Kansas City companies, the Midland 
Life and the National Fidelity Life, 


which were started the first of the year. 
The figures for the eight months are: 
Business Men’s Assurance, $5,112,378; 
Midland Life, $3,145,088; National Fi- 
delity Life, $2,335,786. 


Metropolitan’s New Leaflet 


The Metropolitan Life has issued the 
tenth of its business leaflets, written by 
its policyholders’ service bureau, the 
subject of its new edition being “The 
Significance of the Budget.” The budget 
is shown as both a positive and negative 
control, as a means of fixing responsi- 
bility, as an avenue for forecasting. The 
pamphlet also contains an outline of 
the application, administration and ef- 
fect of the budget. 





Contest Receivership 


Although it was believed that peace 
had been definitely declared in the con- 
troversy over the control of the Public 
Life of Chicago, litigation was renewed 
this week, when a receivership was 
sought by a- group of stockholders 
headed by the officers who haev just 


been superseded. The circuit court 
named Homer Galpin, prominent Chi- 
cago attorney and politician, as tem- 


porary receiver and directed that newly 
elected President Austin and former 
Vice-President Welch together manage 
the affairs until the matter is disposed 
of, which is expected to be this week. 
The hearing was held Wednesday and 
final arguments will be heard today, fol- 
lowing which the court will hand down 
its decision. 





Taylor Active in Politics 


C. Burgess Taylor, Philadelphia gen- 
eral agent for the Northwestern Mutual 
Life, has been taking an important part 
in the national presidential campaign 
He is Philadelphia director of finances 
for the Democratic party. Although the 
Democrats are a minority party m 
Pennsylvania, Mr. Taylor has shown so 
much energy and executive ability in 
managing the finances that he has won 
the respect of political leaders of op- 
posing camps. He has long advocated 
liie underwriters taking an active part 
in civic and national movements 

Sterling Business Reinsured 

MINNEAPOLIS, MINN., Oct 18.—An 
agreement has been reached whereby 
the business of the Sterling of Minne- 
apolis, writing health and accident busi- 
ness on a mutual basis, will be taken 
over by the Progressive, also of Minne- 
apolis This will give the Progressive, 
also a mutual, an addition of about 
$30,000 a year in premiums. Notices have 
been sent to all Sterling policyholders 
of a meeting to be held Nov. 20 to ratify 
and complete the proposed reinsurance 
deal, which it is understood has the ap- 
proval of the insurance depart- 
ment 


state 
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505 Lombard Building 
ndianapolis, Indiana 


Kindly address Dr. Shepherd with 


The Man We Want 


Did you ever notice the fellow who gets out and really hustles? 
Watch him the next time you see him. He smiles when the going 
is rough, and he takes the hard knocks as he finds them, but he 
certainly is there at the finish. 


All he asks is a square deal, a little encouragement, and he'll pro- 
duce business that counts. Give him a company like the Peoples 
Life, with its friendly aid and interest; then watch his record. It 
will be worth watching. 





PUN 
Chicago, Illinois 


R. P. SHEPHERD, Ph. D. 


Educational Direct 
reference to available territory a i 
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Room 304 Peoples Life Building, Chicago 
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The Growth of Oak The Solidity of Granite 


Ou Agency Matters Address, CHARLES F. COFFIN, Vieo-President 
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What Kind of Insurance 
Are You Selling? 


Is it modern, up-to-the-minute stuff that sells readily with a 
little real sales effort? Is the insurance you write for a client 
of real help to him? Does he understand itP Is he thoroughly 
sold on you and the insurance you offer? 


The CONTINENTAL LIFE is offering modern policy 
forms to its agents that can be sold with a minimum of effort. 
Agents capable of presenting a clear, intelligent statement of 
facts can make money selling these policies. It is offering com- 
munity prestige to an agent that cannot be denied and real help 
on all agency problems. 


Group Insurance on a liberal commission basis, with facilities 
for handling coverage on concerns with as low as ten employees, 
is also a part of Continental service, which our agents are finding 


particularly interesting. 


Continental Life Insurance Company 
SAINT LOUIS, MISSOURI 


EDMUND P. MELSON, President P. M. HARPER, Vice-President 
Address communications to the Agency Department 





